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HARD RUBBER 


...the original plastic 
is the most ECONOMICAL 


@ HARD RUBBER IS NOT ONLY ECONOMICAL TO 
PURCHASE ... IT’S ECONOMICAL TO USE BECAUSE... 








. . it easily lends itself to almost every form and shape. 
Experienced engineers at American Hard Rubber will help 
you to select the right one for the most efficient and eco- 
nomical production of your part. It might be best to: 


Mold your part. Start with a molding compound for large 
Sivoo diated 0. quantities or simple parts. Molded units as long as 10 ft. 
ter molded in three have been produced. Hollow parts are often molded by a 
ieuacaasiaueation special blown process. Flat shapes can start with unvul- 
of chemicals canized rubber which is then die-pressed between sheets 
of tin foil. Complex parts with metal inserts are easily 
produced. 





Machine your part. Start with extruded hard rubber rods 
and tubes. All operations from simple cut-off to complex 
screw-machine work are economical. Standard rod diam- 
eters range from 1/16 to 414 in.; standard tube i.d.’s from 
1/16 to 3 in. 





Stamp your part. Start with flat sheets and punch simple, 
accurate, and economical parts. For extremely close tol- 
erances use a grade treated for dimensional stability. Sheet 
is available in many grades, in thicknesses from 0.007 to 
4in. Tolerances on 1-in. sheet are normally —0.000 + 0.032 


tube, this part is typical in.; closer for thinner sheet. 
of many jobs that can be ; 
done with relatively inex- 


pensive extruded shapes. Extrude your part. In addition to standard extruded shapes, 
special cross-sections can be produced by American Hard 
Rubber for only the extra cost of the dies. 





Tiny, intricate tube 
socket (enlarged 1'/2 


times) is made from Hand-wrap your part. More economical for large, regular 
high dielectric X-2-B 


nk idee: athaad parts and small production runs. Calendered sheet is cut to 


gma << pothetlhece-leerina shape and wrapped around metal cores before being vul- 
made by rials costs and produc- 


. iets deanti canized. Practically any specifications for strength, chemi- 
shaping tacky, : 


At tsi cal and electrical properties can be met. 

hard rubber 

saicbaeaee Finish your part. Quickly and simply finish by dry or wet 

to vulcanization. sanding, pumicing and polishing, or grinding. The finished 
part has a pleasant, high polish. 














Contact American Hard Rubber today. Tell us what and we'll tell you how. 


INDUSTRIAL PRODUCTS SALES 


American Hard Rubber Company 


ACE ROAD, BUTLER, NEW JERSEY « Tel.: TE 8-1000 





You can tell 
the SiGiF man 


by his complete line of bearings! 


His complete line of ball and roller bearings can help 
you keep out of deep water! 

You see, his SCS line includes so many thousands 
of sizes that special-size bearings are often standard 
bearings to him. This fact reduces lead time on your 
orders—speeds-up bearing deliveries to you. 

His skill with bearing application problems also 
comes in handy because he offers all four major bearing 
types. Therefore, his recommendations are always im- 
partial—based on product design requirements rather 
than the capabilities of just one type of bearing. 

When you need replacement bearings call the av- 


Jury 31, 1961 


Here they come—on time with a customer’s bearing order. 


THORIZED SSF pistRipuTor first. (He's practically 
next door to you.) He stocks a wide range of SIF 
types and sizes to make sure he gives you fast, local 


deliveries every time. 6117 


IN ENGINEERING 


Advanced ball and roller bearing technology 
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YOU CAN SIMPLIFY PURCHASING 


4 WAYS with B&w Job-Matched Tubing 








When you order from B& W's complete line of Job-Matched Tubing... 

You have a complete selection of seamless and welded tubing in 
a full range of carbon, alloy or stainless steel grades—cold-finished or 
hot-finished—in any size and length. You can be sure it's the right 
tube for the job with properties, dimensional uniformity and toler- 
ances to match any application. You get prompt, coordinated de- 
livery because B&W has the production and distribution facilities to 
handle the most complex orders. You receive competent technical 
assistance from B&W’s national network of District Sales Offices. 

Sound like B&W can ease your purchasing problems? Call your 
B&W District Sales Office or write for Bulletin T-469. The Babcock 
& Wilcox Company, Tubular Products Division, Beaver Falls, Pa. 


q 


THE BABCOCK & WILCOX COMPANY 


Polar TUBULAR PRODUCTS DIVISION 


Seamless and welded tubular products, solid extrusions, seamless welding fittings and forged steel flanges—in carbon, alloy and stainless steels and special metals 
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MOTORS 
BY THE 
POUND? 


You're buying motors by the pound 
when price is the only consideration 


Today's machine tools can’t afford motors 
selected on the basis of price alone 


Modern machine tools are designed to manufacture 
products of great precision at the lowest possible cost. 
But a machine tool is only as productive as-the electric 
motors that drive it. Motors purchased on the basis of 
price alone often fail to give their users the greatest 
value in terms of useful service life. 


The selection of the right motor to power your products 
requires not only specification of type, rating and oper- 
ating characteristics, but consideration of such factors 
as uniform, troublefree performance, dependable long- 
life operation, the reputation of the manufacturer, and 


his ability to provide immediate repair parts and service 
—when and where they’re needed. Wagner® motors 
have earned their reputation for proven dependability 
in their specific applications. 


Next time you buy motors, check beyond the purchase 
price. Make sure that you get all the performance you 
need—with motors that will do the job. 


Wagner motors have been getting the job done for more 
than 65 years. Your Wagner Sales Engineer will be glad 
to show you why. Call him for an analysis of your next 
motor application, be it for plant or product. 


Branches and Distributors in all Principal Cities 


Wagner Electric a vo 
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6360 PLYMOUTH AVENUE, ST.LOUIS 33, MISSOURI 
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WE TAKE THE PULSE OF BEARINGS ON TAPE © 
TO MAKE THEM EVEN BETTER! 


ONE REASON WHY F-M SLEEVE BEARINGS 
and other F-M products give you the finest 
possible performance — this and the other 
unusual precision equipment used by 
Federal-Mogul research. You'll find F-M 
sleeve bearings used in turbines, engines, 
and countless other types of power trans- 
mission equipment . . . F-M precision thrust 
washers in pumps, automotive engines and 
transmissions, motors . . . F-M formed bush- 
ings ii zefrigeration compressors, electric 
motors . . . and low-cost F-M 

spacers in motor mounts, ma- 

chinery, control mechanisms. Fipeatl 
These are just a few examples. 


TO TAPE-RECORD THE “HEARTBEAT” 
OF BEARING METALS UNDER LOAD, 
WE USE THIS SPECIAL FRICTION AND 
WEAR TESTER. (left) The result is 


highly accurate data on the behavior of 
bearing-metal surfaces, invaluable in our 
fundamental research into friction. By 
means of this instrument, we’re able to 
correlate, more closely than ever before, 
specific alloy compositions with their 
degree of the “stick-slip” phenomenon 
(in which one surface sliding over an- 
other slides .. . stops . . . slides . . . stops 
... and so on) which accompanies un- 
lubricated sliding action. We can also 
determine accurately the compatibility 
of bearing materials with shaft metals in 
lubricated systems . . . showing us which 
metal or alloy is most likely to be superior 
for a given bearing application. In short, 
this Friction Tester is a fundamental 
research tool which gives us positive 
answers to difficult bearing problems, 
faster than ever before. 


There’s much valuable data in our Design Guides on sleeve bearings, thrust washers, and bushings, 
and in our brochure on spacers. For your copies, write Federal-Mogul Division, Federal-Mogul-Bower 
Bearings, Inc., 11077 Shoemaker, Detroit 13, Michigan. 


Sleeve bearings DIVISION OF 
amnameaeeeee =F EDERAL-MOGUL-BOWER 
MARIN = BEARINGS, INC. 
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Editorial: How Much Secrecy in Purchasing? 


Price information should be kept confidential during bid- 
ding and negotiation, but is there any reason to keep this 
data from vendors once the order has been placed? 


it Doesn’t Always Pay to Cut Inventories 


Paradoxically, the P.A. who tries to cut costs by reducing 
inventories may actually end up spending more. 


Foolproof Follow-up Saves Buyers 3500 Hours 
A highly efficient expediting system at Texas Instruments 
frees buyers for more important work. An unusual feature 
of this expediting technique is use of standardized tele- 
grams which are sent to vendors. 


Purchasing’s Role in Intra-Company Buying 
Here’s how a multi-division company turning out a diversi- 
fied product line, makes certain that it buys from itself 
whenever it is advantageous to do so. 


How MSA Streamlined Its Paperwork 
Paperwork at Mine Safety Appliances Co. has been simpli- 
fied to the point where only one typist is needed to handle 
the monthly volume of over 1000 p.o.’s. 


Tips for the Printing Buyer 


How to select a printer, what the printer has to know to 
do a top-notch job, how to cut printing costs. 


Forms Forum 


Samples of purchasing forms which may help you solve 
some of your paperwork problems. 


How Much Should You Pay? 
What the law says about how much a vendor can charge 
against unpriced purchase orders, what action the P.A. 
can take if he feels he’s been overcharged. 


Business News Analysis 
Pulse of Business 

Straws in the Trade Wind 

The Trend of Prices 


Washington Report ... 
International Report 


Regular Features 


F.0.B. Wasi Office Equipment and Supplies 

Purchasing Pointers sae Association News 

Editorial: How Much Secrecy in Employment Service 
Purchasing? Index to Advertisers 

Products and Ideas 
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CARMET’S 700 Series Cutting Grades 


and the fine art of making chips 


Some people baby their carbide tools. They hold back a little on roughing 
cuts, because they’ve heard carbide is pretty brittle . . . and some of it is. 
Or they ease off on finishing cuts, because their tool may be too soft 

for long, fast passes . . . because it may wear or crater. And, some of it will. 


But this is ‘‘paring-knife’’ machining, and it really isn’t necessary. 

Not any more . . . not since Carmet introduced the 700 Series Steelcutting 
Grades. No paring knife made these chips . . . these were hogged out 

on a production basis by one of Carmet’s new carbides . . . Grade CA-720. 


The job: rough facing railroad axle forgings in an automatic tracer lathe— 
210 sfm—.076” feed—1%"’ width of cut. The result: over 1,000 cubic 

inches of steel removed in 5% minutes, floor to floor, with plenty of red hot chips 
like these. And, 35 axles per tool against 25 pieces for the best competitive 
carbide tool . . . a tool carrying a higher price tag. 


Carmet’s 700 Series have the edge wear and crater resistance, and the 
ability to endure shock and heat, to breeze through jobs like this. 
They’re doing just that all over the country .. . right now! Next time 
you’re setting up a mean, tool-buster of a cut, let the 700 Series 

make chips and money for you, just once. Your Carmet Distributor has 
the local stock and all the information. Call him, or write: 

Carmet Division, Allegheny Ludlum Steel Corporation, 
Ferndale, Detroit 20, Michigan. Dept. P-7. 


CARMET Ye 


CEMENTED CARBIDE - DIVISION OF ALLEGHENY LUDLUM _.... 
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Is a Real Boom in 
The Offing? 


See Strong Pickup 
In Steel 


Industrial production rose two 
points in June to 110, only one 
point less than the record high of 
111 set in January 1960. 


Juty 31, 1961 


Pulse of Business 


Aswe FROM UNEASINESS caused by the Berlin crisis and 
other international disorders, the short-term business outlook is 
excellent. Eiements of a substantial boom are present: 


— Another rise in industrial production of 1.5 points brought 
the June index figure to 110, the highest since July 1960. The index 


is now only one point short of the record posted in January last 
year. 


— New orders have climbed out of their year-end trough; are 
higher now than at any time since June 1959. 


— Manufacturers’ sales are close to the record peaks attained 
in the first half of 1960. 


— Orders for heavy machinery are at their highest point in 
almost a year. 


— Personal income reached a record level of $413.7 billion (an- 
nual rate) at the end of the second quarter. 


— Retail sales are forging ahead; should exceed 1960 by at 
least three to four percent. 


— In some sections of the country, residential construction is 
hitting new peaks. In Northern California, for instance, the value 


of new residential units started in May was nine percent ahead of 
May 1960. 


The steel industry is hopeful of an upturn in August. Produc- 
tion for the balance of the year should push steel output over the 
100 million ton mark. In the final quarter steelmaking may well be 
at a 115-million-ton-per-year rate. Worsening of the Berlin crisis, 
of course, can upset all calculations. 


Breaking down the steel outlook in terms of its major consuming 
industries, here’s the way the picture shapes up: (Turn Page) 


Industrial Production Nears Record 


index 
for seasonal 





By some miracle, the leaning tower of Pisa 

has kept standing several hundred years. 

But nobody should depend on a miracle to keep 
a leaning stack of boxes standing in a warehouse. 
So we take great pains to make sure stacks 
of our boxes do not lean—even if a warehouse- 


man piles them up as carelessly as our photog- 
rapher did. 


How do we do it? 

It’s seldom easy, but we start by learning how, 
when and where the boxes will be used, and 
engineering them accordingly. By providing ade- 
quate compression strength through good de- 
sign and proper material specifications. By using 
the best-suited manufacturing techniques, 
including the right types of scoring. 

Being this fussy about corrugated boxes may 
seem strange to businessmen who have never 
thought much about these things. But the way 
your boxes “stack up” can be mighty important 
to your profit picture. 








MILLS: Erie, Pennsylvania 
Macon, Georgla Ashtabula, Ohio 
Rome, Georgia Orlando, Florida 

Rome, Georgia 
BOX PLANTS: Biglerville, Pennsylvania 
Indianapolis, Indiana Louisville, Kentucky 
Middletown, Ohio Dallas, Texas 
Winchester, Virginia Chicago, Illinois 
Milwaukee, Wisconsin Philadelphia, Pennsylvania 
Evansville, Indiana Baltimore, Maryland 
Detroit, Michigan Omaha, Nebraska 
Macon, Georgia South Haven, Michigan 


INLAND CONTAINER CORPORATION 


Corrugated Fiber Containers 


General Offices: Indianapolis, Indiana 


Fetners in Progress with 7pmerviean Saduslry 
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Pulse of Business 


PRODUCTION 


Auto production, expected to reach 5.8 mil- 000 Net 
lion units this year, could zoom over the 6 mil- Tons 
lion mark. But at present the industry is not 11600 
building its steel stocks. One of the main rea- 10900 
sons for this is the comparative stability of 10200 
steel prices, and the general feeling that sup- 9500 
ply and demand is sufficiently in balance to pre- 8800 
clude a price hike—despite the statements of 8100 
steel industry leaders who feel that prices 400 
should be raised. 6700 


~ Farm machinery manufacturers find them- 600 OF irerican iron & Steel Institute 

selves in a similar position to that of the auto 5300 

manufacturers. Business so far this year is 

running about 10% ahead of 1960. It might 

have been better, except for the drought con- 310 

ditions in the Western Plains which have cut 300 

down crops. 290 
Prospects for steel consumption in major and 80 

small appliances for the balance of the year are 270 

good. The University of Michigan’s latest sur- 260 

vey on consumer attitudes indicates that the 250 

number of families who want to buy large 240 

household goods is the highest since early in 2900 vai cine 

1960. And the National Industrial Conference onal ccenatauk 

Board’s continuing study on consumer attitudes 710 ; 

notes that plans to buy new autos and homes . 

rose in May to the year-ago rate. Added to this: 


plans to buy used cars are more numerous than 
they were last year. 
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The Board’s survey, undertaken in coopera- 
tion with Newsweek Magazine, indicates there 
is more optimism about purchases among high- 
income families than among the low-income 
groups. The Board surmises that the improve- 
ment in business prospects tends to make fami- 
lies concerned with business management more 
willing to indulge themselves than families that 
are concerned with employment. 

Michigan University’s survey emphasizes the REST OCT NOV DEC IAN TED MAR APR MAY JUN 
consumer’s concern about unemployment. His aan ee i610 a 


NEW ORDERS-———~ 
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SHIPMENTS 
National Machine Tool Builders Assn 
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PERSONAL INCOME 
(adjusted for seasonal variation) 
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Case History No. 105 Fullerton Manufacturing Corp. 


“WE SAVE $35 PER 
MAN...GET 4 WEEKS i 
MORE WEAR WITH fe 
RIEGEL SURE GRIP’ # 
WORK GLOVES” 


ER OO RR RRR re me ER oe 3 
eS hata tha Dea So ae Se 


Here Are The Facts! 





COMPANY: Fullerton Manufacturing Corp., Norwalk, Conn. 
GLOVE PREVIOUSLY USED: Competitor’s Special Grip 


GLOVE NOW USED: Riegel Roadmaster “ Glove 
No. 70-6406, with exclusive non-skid Mighty-Dot™ 


palm, for safe, sure grip. 


SAVINGS: “Riegel Roadmaster costs us 43% less than 
the glove previously used, and we get slightly 
longer wear. Result: We Save $35.00 per man!” 


COMFORT: “Our men prefer Riegel Roadmaster because 
it is more comfortable, absorbs perspiration, permits 
freer air circulation and has excellent gripping qualities.” 


Here is another saving made possible because 
Riegel Industrial Analysts fit the right glove to 
the job. For help in reducing your glove cost, 
call or write Riegel today. 

*Trademark “‘Roadmaster” 


i 
: : Leg e l ORChas | Write for free 


7 7 
Glove Div. » RIEGEL TEXTILE CORP. + Conover, N.C. a Glove Purchasing 
SALES OFFICES AND DISTRIBUTORS IN PRINCIPAL CITIES Guide and Case 


History File 
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Pulse of Business 


awareness that there are still a large mumber Bil.$ 
of people out of work makes him cautious. 19 
Dr. George Katona, Economics Professor at 18.8 
the University and head of its Survey Research 18.6 
Center, points out that consumers are an au- 18.4 
tonomous factor in the business cycle because 18.2 
their investment expenditures for housing and 18 
durable goods do not necessarily follow changes 178 
in their incomes. He holds that an economy in 17.6 = 
which millions of middle-income consumers in- 17.4 (adjusted for seasonal variation 
fluence timing and rate of upswing and down- 17.2 t+ 
swing is considerably more stable than one in a a eS Tis a 
which cyclical fluctuations depend on the action 
of a few hundred or a few thousand business 000 
leaders. Cars 
Since the end of World War II, it can be 2700 
shown, Dr. Katona says, that American con- 2600 
sumers have exercised a stabilizing influence 2900 
ms , = ay 2400 
and contributed greatly to making cyclical fluc- . 
tuations short and mild. 2300 
While business investment is an important 2200 
adjunct to Gross National Product and the wel- 2100 
fare of the economy, the annual expenditures 2000 
that business makes for producers’ durable 1900 
equipment are much smaller than expenditures 1800 
consumers make on durable goods and newly 
built houses. 
~ Last year, for instance, expenditures by con- Mil.$ 
sumers for durable goods and residential con- 1900 
struction came to $64.7 billion. Producers’ ex- 1800 
penditures on plant and equipment, on the 1700 
other hand totaled $41.3 billion. 1600 
While few would dispute Katona’s view that 1500 
consumers have helped level the business cycle, 1400 
it also follows that the very stability of con- phase 
sumer spending helps make business invest- 1300 
ment even more important in shaping the pb 
cycle. Reduced business investment has been 1100 Dept. of Commerce 
the main cause of every recession and is cur- 1000 
rently causing the recovery to drag. 











Assn. of American Railroads 
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BUYERS’ GUIDE... 
to Ryerson service on stainless 


PLATES —availabie in 9 analyses including 
plates to Atomic Energy Commission require- 
ments and to ASTM specifications for code work. 
Also low carbon types for easy welding. 


HELIARC CUTTING available on request. 


Cleaner, smoother cut edges. Better machining 
because of minimum contamination and distor- 
tion. Less carbide precipitation. 








| ASME 
RINGS AND DISCS — machine cut to 


your order. This service assures size accuracy, 
smooth edges, flatness and unaffected corrosion 
resistance—a lower-cost, ready-to-use product. 





RYERSON 


JOSEPH T. RYERSON & SON INC... MEMBER OF THE > STEEL FAMILY 


L 


SHEETS —11 analyses of Allegheny stain- 
less sheets in stock including nickel and straight 
chrome types. Also extra wide sheets to reduce 
welding costs, expanded and perforated sheets. 


TRUE-SQUARE ABRASIVE CUTS 


—Stainless plates to 12’ x 25’ cut true square 
on abrasive disc machine. Length and width 
tolerance plus or minus 1/32”. 





HEADS—as.me. flanged and dished heads 
in types 304, 304L, 316 and 316L are on hand 
in large quantities, and in a wide range of 
gouges ond sizes, 


METALOGICS } 


BARS AND ANGLES — rounds, squares, 


fiat's, hex's and angles in 8 types including 
free-machining bars with both analysis and 
mechanical properties controlled. 


SHEARING — Accurate cutting of stainless 


sheets and light plate to the industry's tightest 
specifications. Shear hold-down clamps padded 
to protect sheet finish and flatness. 


PIPE AND TUBING—ight wall, stand- 


ard and extra heavy pipe, ornamental and reg- 
viar stainless tubing. Also screwed type and 
welding fittings and Cooper stainless valves, 


STEEL - ALUMINUM - PLASTICS - METALWORKING MACHINERY 
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Straws in the 
Trade Wind 


> STEEL SHIPMENTS UP—Shipments of 
finished steel products in May topped 6 million 
tons for the first time since May 1960, says the 
American Iron and Steel Institute. Deliveries 
totaled 6,047,691 tons, compared with 5,133,470 
tons in April. The May 1960 figure was 6,272,- 
432 tons. Shipments of steel and strip were 
nearly 473,000 tons higher and sales of bars 
and tool steel increased more than 103,000 tons. 


> GOOD SECOND HALF FOR STEEL—The 
outlook in the steel industry for the rest of the 
year is promising. Typical of the sentiment 
among steelmakers is this statement from 
Jones & Laughlin’s Avery C. Adams; “Pros- 
pects are now that our sales for the last half 
of 1961 will be at least 20% higher than those 
for the first six months.” 


> CAPITAL GOODS CAUTIOUSLY OPTI- 
MISTIC—Cautious optimism is the general 
mood of most capital goods manufacturers, 
says James C. Kelley, executive vice president 
of the American Machine Tool Distributors’ 
Association. Consensus is that the last quarter 
of ’61 will provide the pickup for this industry 
that other industries are already experiencing. 


> MATERIAL HANDLING ORDERS RISE 
SHARPLY—New orders for industrial ma- 
terial handling equipment advanced sharply in 
May, says the Material Handling Institute. Its 
booking index rose nearly 27 points to 136.47 
(1954—100). 


For the P.A.’s Hot File... 


Motor carrier and railroad freight 
charges are set so that when differently 
rated articles are shipped in the same 
package, charges are based on the rate 
scale prevailing for the highest rated 
item. Therefore, it will cut your freight 
costs if you pack and ship differently 
rated articles separately. 


Juty 31, 1961 


Pulse of Business 


> PICKUP IN REPLACEMENT TIRE SALES 
—Sales of replacement passenger car tires are 
starting to pick up—with indications that a 
record volume will be set this year. Shipments 
during May were about 500,000 units over the 
previous month and June sales were apparently 
higher than May. Tire suppliers predict that 
replacement sales for the year will be between 
71 million and 71.5 million units. 


> REPORT ON THE RECESSION—tThe re- 
cent recession was the mildest of the four post- 
war downturns, says Richard Wagner, presi- 
dent of the Chamber of Commerce of the 
United States. Gross National Product, national 
income, and disposable personal income de- 
clined by only 1% or less from the previous 
peak in 1960. He adds that “as in previous de- 
clines since World War II, this has been pri- 
marily an inventory recession.” 


> CRACKDOWN ON IDENTICAL BIDS— 
Another move has been made to eliminate 
identical bidding by companies seeking gov- 
ernment business. General Regulation No. 26 
has just been put into effect which sets up pro- 
cedures for government agencies to report in- 
stances of identical bidding to the Attorney 
General. The regulation concerns only bids of 
more than $10,000. Reports of identical bidding 
must be sent to the Attorney General within 
20 days after the bids have been received. 
Along with the report the agency concerned 
must attach a copy of the invitation to bid 
and abstracts of the bids received. 


> BETTER BUSINESS IN PITTSBURGH— 
Business conditions were better last month in 
Pittsburgh, according to the business survey 
report of the Purchasing Agents Association 
of Pittsburgh. Fifty-four percent of those sur- 
veyed say that sales were better and 32% say 
profits were up. In addition, 52% report their 
companies’ order backlogs have increased. 


> CONSUMER CONFIDENCE GROWING— 
Consumer confidence is increasing, reports the 
University of Michigan Survey Research 
Center in its quarterly survey of consumer at- 
titudes. MSRC says “plans to purchase auto- 
mobiles, especially new cars in the fall, are ex- 
pressed with greater frequency than a year 
ago.” However, the research center also notes 
that there is still concern about unemployment. 
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4 POCKET COMPARISON GUIDE: , We make both 
| but we recommend 


AB-| Breakers 


over 


Safety Switches. 
Why? 


Why are we so sure the new Westing- __ 
house AB-I Circuit Breaker is better 
than any safety switch? We should - 
know. Westinghouse makes safety 
switches, too—the best you can buy. 
/ Read the whole story in this 32-page 
SAFETY “Pocket Comparison Guide.” Ask 
™ your Westinghouse distributor or 
SWITCHES sales representative for your free . 
copy, or just use the reader service 
card in this magazine. Westinghouse 
Electric Corporation, Standard 
Control Division, Beaver, Pa. 


You can be sure. . . if it’s 
Westinghouse 
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Pulse of Business 
The Trend of Prices 


@ Nonferrous Markets Soft; - Wholesale Commodity Prices 
Inventories Adequate 160 METALS AND METAL PRODUCTS 
ee 
140 STRUCTURAL PRODUCTS 


130 


120 

R ertectine THE summer doldrums, the 110 
metal markets have been relatively quiet re- 

cently. With inventories generally adequate, 100 

buyers are making no effort to build up stocks. 90 

Here are some of the recent developments 80 

in copper, tin, lead, and zinc: 








® In the Offing: Pressure 
For Price Hikes 
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Copper: Copper purchases have been off 
compared with the second quarter and demand 
at the custom smelter level is even weaker. 

Brass mill suppliers anticipate a pickup in a5 
the market in the fall when it’s expected that 


two major brass users, the auto and construc- 

tion industries, will increase their orders. 33 
Zinc: P.A.’s for die casters in the automotive 31 

industry report that vendors are offering dis- 

counts for special high grade zinc. Demand for 29 


Ib. 




















prime western grades by continuous galvaniz- 
ers remains fairly good. 27 
Slab zinc shipments dipped slightly in June, : 
but were still 10% higher than the monthly 
average so far this year. Slab output amounted 
to 72,816 tons, slightly below May’s 73,632 tons. 
Smelter inventories at the end of the month 26 
were 207,820 tons—the lowest since January 
when stocks dipped to 206,372 tons. 
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Secondary Aluminum 





25 





Tin: Following the first five-day meeting of 
the second International Tin Council in Lon- 24 
don, the United States was informed of the 
Council’s desire to discuss methods of dispos- 23 
ing of tin in our strategic stockpile. This is 
a long term project, however, since at least yy, oe ee ee ee ee ee eee eee eee eee 
six months’ notice is required by law before AUG SEPT OCT NOV DEC JAN FEB MAR APR MAY JUNE JUL AUG 
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when you design it, think how 


you'll pack it — 


S 


GAYLORD CONTAINER DIVISION 


call GAY LORD 


A good time to save money on corrugated containers 
is at the product design stage. Get your design people 
and your nearby Gaylord Man together, to see 
whether minor modifications now can lead to major 
savings in packaging costs. 

That’s another advantage of Gaylord’s nationwide 
network of plants: you have local package design serv- 
ice practically on your doorstep, wherever you are. 
What new product ideas are in your design depart- 


ment now? Is today the day to alert your Gaylord 
Man? 





IN CANADA - CROWN 


ZELLERBACH 


CANADA LTO VANCOUVER 6 C 


PLANTS COAST TO < 
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any tin can be released from the stockpile. 

No agreement was reached at the meeting 
on the question of establishing new price levels 
for tin. The session was adjourned until August 
22nd, when this and other problems will be 
taken up again. 

In a few days the General Service Admin- 
istration will sell by sealed bid 500 tons of 
Grade A, B, and C tin from its stockpile (GSA 
tin is held separately from the national stra- 
tegic stockpile). Pressure had been mounting 
for release of this tin ever since buffer stocks 
in the London pool were depleted and tin prices 


started to go up. 


Lead: Demand for lead is generally mild at 
the present time. As with most other metals, 
buying is off because of plant vacations. 

Lead stocks are now around the 200,000-ton 
level. With consumption falling, inventories are 
likely to go even higher. 


Wholesale Commodity Prices: The wholesale 
commodity price index remained stable in June 
and early July. Prices of steel scrap, copper 
and other sensitive industrial commodities 
which turned up earlier this year, generally 
have changed little since May. 

No one seriously believes that this flat price 
trend will continue indefinitely. In fact, forces 
are now building up which will put strong up- 
ward pressure on many prices. First, the 
Kennedy Administration’s planned budget def- 
icits this year and next will increase the 
supply of money in relation to the supply of 
goods and services. Second, if Mr. Reuther and 
other labor leaders have their say, business 
costs will be pushed by wage increases. Third, 
if the recovery from the 1960-61 slump is any- 
where near as strong as economists anticipate, 
demand will sufficiently firm to permit manu- 
facturers not only to pass on higher wage costs 
but boost profits. 
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NEOPRENE BELT SYSTEM 
STILL GOING STRONG 


4000-ft. neoprene belt system is still in excellent con- 
dition after 21 years — despite rugged service carrying 
tons of oil-treated coal plus daily abrasion and constant 
exposure (at its feed end) to sun and weather. 


Anyone born when this 4000-ft. neoprene conveyor 
belt system was installed could be voting this year! 
But then, it’s just such record-breaking service 
that has earned neoprene belting its outstanding 
reputation for dependable performance. 


Here’s the story: Early in 1940, The United 
Illuminating Co., at its Steel Point Generating 
Station in Bridgeport, Conn., faced the problem 
of belt failure on a conveyor line carrying oil- 
treated coal from stockpile to storage area. Covers 
on the belt were so swollen from exposure to oil 
that excessive spillage was a constant headache. 
Needed was a belt that would beat this problem. 
Solution: the neoprene-covered conveyor belt 
shown here. 


M66. w 5. pat, OFF 


Better Things for Better Living... through Chemistry 


AFTER 21 YEARS! 


Outstanding resistance to oil is just one of the 
reasons why United Illuminating has enjoyed 21 
years of service virtually maintenance-free since pur- 
chasing this belt. Others include neoprene’s ability 
to withstand abrasion and abuse, excellent resist- 
ance to aging and weathering, plus the safety 
factor of neoprene’s inherent flame resistance. 


This unmatched combination of properties 
helps explain why maintenance products of Du Pont 
neoprene consistently give extra years of depend- 
able performance. Ask your preferred rubber goods 
supplier for facts on how neoprene can help hold 
down your maintenance and replacement costs. E. I. 
du Pont de Nemours & Co. (Inc.), Elastomer 
Chemicals Department P-7, Wilmington 98, Del. 


NEOPRENE 
SYNTHETIC RUBBER 
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Hi 
Sie 


pe Petes Je ; ‘bain 
A. Defies corrosive attack! 


The “Gravity Kid” shows how 


i 


ee oie. thiol 
B. Resists failure from fatigue 





C. Prevents contamination! 


ONLY CONTOUR-WELDING COMBINES 
ALL THREE BENEFITS IN A SINGLE TUBE 


Feel the inside surface of a Contour-welded* stainless 
tube. It’s so smooth you barely feel the weld. Even with 
a microscope you see fewer crevices and flaws than you 
find in other makes of tubing. This smoothness is exactly 
the reason why Contour-welded / by 
tubing is so resistant to corrosive } 
attack...to product incrustation B 
...and to failure from fatigue. 

Contour-welded tubing is 
smoother than other tubing, 
welded or seamless, because it’s 
welded at the bottom. Gravity pulls 
the metal down so that the weld corresponds to the inside 
contour of the tube. There’s no bulge on the inside sur- 
face. Even on the outside surface, the seam closely con- 
*Trent’s patented process — U.S. Patent 2,716,692 


forms to the tubing shape. 


Just the opposite occurs in conventionally-welded fib 
ings. There, gravity pulls the molten metal down into the 
tube. This can form a bead that is difficult to remove by 
cold working. And cold working can lead to undercuts 
that become focal points for corrosive attack, incrusta« 
tion, and even failure from fatigue. 

Contour-welded tubing is smoother than seamless, 
That’s because it’s formed from uniformly rolled strip 
steel, whereas seamless must be produced by extruding 
or piercing. 

But get the full story. Write today for our free 48- 
page manual, which describes tubing sizes from 1/8” 
to 40” O.D., in stainless and high alloy steels, titanium 
zirconium, zircalloy, and Hastelloy**, 

**Trademork Hoynes Stellite Co. 


TRENTWELD’ stainiess and High Alloy Tubing 


Trent Tube Company, a Subsidiary of Crucible Steel Company of America, General Offices and Mills: East Troy, Wisc.; Fullerton, Call, 
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Yale PDQ Service Representatives are 


The Yale Service concept starts with the 
design of Yale materials handling equip- 
ment which is built to assure maximum 
performance. However, our concept 
also recognizes, realistically, that the 
finest of any equipment will need pre- 
ventive maintenance—and inevitably 
service after prolonged or severe usage. 


When you have need to call for service, 
Yale has a network of men and facilities 
that will swing into action to keep costly 
downtime to the absolute minimum. 


1. Your local Yale PDQ service repre- 
sentative, Factory trained ... and prop- 


erly equipped with the right tools to 
service your equipment when he arrives 
at your plant. 


2. Your Franchised Yale Dealer or Fac- 
tory Branch. Here, service managers, 
foremen, technicians, parts men... in 
fact, the entire organization ... stand 
ready with complete facilities for any 
service, from a quick repair to an over- 
haul or rebuilding. 

Yale Branches and Franchised Dealers 
carry factory prescribed parts inven- 
tories, based on frequency of demand 
and particular needs of customers in 


PURCHASING 





Regional depots parts back up inventories in your local area. 


a 


Extensive parts inventories at loca 


the area. Rigid inventory control sys- 
tems keep stocks at proper levels. 


3. PDQ Parts Service. Strategically lo- 
cated in the East, Middle West, and 
West Coast—depots are linked to Yale 
Branches and Dealers and to Yale 
manufacturing plants by teletype and 
electronic data processing control sys- 
tem. When it comes to parts service 
—in an emergency, call us here in 
Philadelphia 24 hours of any day jf 
your local representative can’t be reached. 


4. Yale Manufacturing Plants. Here at 
Yale headquarters are the professional 
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men who designed and built your Yale 
equipment. They stand ready to lend 
their experience and knowledge to help 
solve any unusual problem you may 
have—wherever and whenever you need 
their skills. 


For information on Yale PDQ Service 
or preventive maintenance contracts, 
contact your nearest Yale representa- 
tive, or get in touch with us direct. Yale 
Materials Handling Division, Dept. 
X-111, Philadelphia 15, Pa. A Division 
of the Yale & Towne Manufacturing 
Company. 


*Performance— Dependability — Quality 


INDUSTRIAL LIFT TRUCKS 
AND TRACTOR SHOVELS 


SERVICE 





r 
{ 
j 


5 
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have it 
in stock! 


More than 2500 sizes, J 
shapes and grades of 
steel and aluminum tubing 
are carried in our stocks 
available for immediate 


shipment. 


In addition we can furnish 

mill quantities of tubular items 
for standard 

and special applications. 


Seamless and Electric Welded 
Cold Drawn Butt Welded 
Hydraulic Pressure Tubing 

Squares and Rectangles 

Stainless Tubing and Pipe 

Stainless Fittings and Valves 
Stainless Aircraft Tubing ec 
Aluminum Tube and Holobor caimmm 
Aluminum Pipe and Fittings 
Write Dept. N-7 for stock list 


C.A.ROBERTS CO. 


Moet EAluminum Dube Speciatists. 
2401 25th Ave., Franklin Park, Ill.,GLadstone 5-6400 
6 warehouses serving the middlewest 


CHICAGO « DETROIT « INDIANAPOLIS 
ST. LOUIS ¢ TULSA ¢ N. KANSAS CITY 


Washington Report 
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FTC Will Move Faster on 
Complaint Hearings 


First BASIC change in the 
regulatory agencies of Govern- 
ment under the Kennedy Ad- 
ministration has been a thor- 
oughgoing revision of the Fed- 
eral Trade Commission rules of 
trial and disposition of com- 
plaints against deception and 
monopoly in the market place. 

In sharp contrast with the 
thesis advanced by James M. 
Landis, special assistant to the 
President, that the regulatory 
agencies be given greater dis- 
cretionary power, the new rules 
of the FTC tend to limit the 
powers of the commission’s 
hearing examiners. 


FTC Delayed Decisions 


The new FTC rules reflect the 
thinking that the administra- 
tive agencies of government 
have drifted into a convenient 
pattern of delay in making deci- 
sions. Hearings on complaints 
have tended to become con- 
tinuing investigations, and this 
process has given rise to the 
criticism that the government 
has indulged in “fishing expedi- 
tions.” 

To dispel any possibility of 
delay in handling complaints 
against deceptive and monopo- 
listic practices, the new FTC 
rules call for a rigid and fairly 
compressed timetable for action 
on the part of both the govern- 
ment and alleged violators. 

The Commission will notify 
a person, partnership, or cor- 
poration of its intention to issue 
a complaint charging the viola- 
tion of one or more of the 
statutes administered by the 
Commission. Along with such a 
notice the FTC will send a copy 
of the proposed complaint; also 
the order that it intends to is- 
sue. 

The parties named in the 
complaint are given 10 days to 


indicate whether they agree 
substantially to the proposed 
order, and if such an indication 
is forthcoming, the files will be 
referred to the Office of Consent 
Orders, where the agreement is 
to be worked out within 30 days. 


Encourage Consent Orders 


The process avoids lengthy 
litigation and a series’ of press 
announcements by the Federal 
Trade Commission. Under the 
new rules, a consent order 
would be issued in about 45 
days, compared to six months 
under the old system. There 
would be only one public an- 
nouncement of the action—a 
press release setting forth the 
complaint and the agreement. 

Roughly 70% of the com- 
plaints in the past have been 
“washed out” by consent orders, 
and the new rules are expected 
to encourage use of the “con- 
sent” route still further. 

In cases where a consent is 
not worked out within the pre- 
scribed time, the FTC (under 
the new rules) will issue a com- 
plaint containing a clear and 
concise statement of all the 
facts involved. The rules specif- 
ically call for a pre-hearing con- 
ference, and disclosure by both 
sides of facts, records, etc. 

The new rules limit legal 
maneuvers and establish precise 
regulation of government pro- 
cedure. 

However, the new rules do 
eliminate the element of sur- 
prise. The government will have 
to prepare its case thoroughly 
before the complaint is issued, 
and make its entire position 
known. The defendant, on the 
other hand, will be called upon 
to make similar disclosures, and 
will be unable to drag the proc- 
ess on by legal delaying tactics. 

—A. N. Wecksler. 
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Another production time-saver from Ex-Cell-O... 


COMPONENTS FOR ALL YOUR JIG AND FIXTURE NEEDS— 
AVAILABLE IMMEDIATELY FROM A SINGLE, RELIABLE SOURCE! 


Drill Jig Bushings— 
Carbide or steel for metal 
and plastic jigs. 


Micron Sections— 
Machined cast-iron shapes 
cut to order. 


U i 


is] 
‘ Se, Fixture Components— 
on al y Clamp assemblies and fixture 


details. 
Reader Service Card Number is for Lift Swing literature only. 
Request literature on above items separately. 


i et Po I, 


ER-CELL.O FOR PRECISION 


NGS © DRILL )1G BUSHINGS e IG AND FIXTURE COMPONENTS - TORQUE ACTUATORS CONTOUR 


GAGES AND GAGING EQUIPMENT» GRANITE SURFACE PLATES « COMPUTER PRODUCTS e AIRCRAFT AND MISCEL- 
PARTS « ATOMIC ENERGY EQUIPMENT » DAIRY AND OTHER PAGKAGING EQUIPMENT — 


LANEOUS PRODUC HIPN 
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” Bushing Sales 


“PRECISION MACHINE TOOLS eGRINDING ANO BORING SPINDLES - CUTTING TOOLS - RAILROAD PINS AND BUSH” 


$ 


LIFT-SWING: 
the answer 
to tough 
drilling jobs! 


Available in a range of sizes for 
short-run and volume drilling, 
reaming and tapping, 
Ex-Cell-O’s new Lift-Swing 
Drilling Fixture loads and 
unloads in seconds, and is 
precision-machined for 90° 
“‘tumble-jig’’ setups. 


Patented ‘‘swing-away’”’ top 
plates swivel for access to the 
part, and permit a variety of 
easily tooled jobs; double top 
plates let you drill stepped 
holes, or adjacent holes with 
minimum wall thickness, 

i 2gardiess of bushing wall size. 


Your local Ex-Cell-O Repre- 
sentative or Distributor will 
gladly show you how low-cost 
Lift-Swing Drilling Fixtures save 
tooling time and fixture costs, 

or contact Ex-Cell-O direct for 
details: Phone TOwnsend 
8-3900; TWX—DE 876; Wire ZTC. 


61-50 BU 


@eerrorr 322, MICHwIGan 
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Future Aluminum Supply 
Based on African Development 


One MATERIAL for which 
demand projections remain ex- 
tremely buoyant—despite some 
slackening in the actual growth 
of consumption in the last year 
or so—is aluminum. 

Free World usage last year 
was 3.5 million tons. By 1965, 
consumption will probably rise 
to over 5 million tons. Five years 
after that, the figure could hit 
7 million tons. 

Within the United States, con- 
sumption is rising as rapidly as 
the total world demand. From a 
little over 2 million tons last 
year, demand in the U.S. may 
hit 3 million tons in 1965 and 
4.5 million tons in 1970. 

These optimistic predictions 
come at a time when both pri- 
mary aluminum manufacture, 
and fabrication of the metal, are 
showing some excess capacity in 
the Free World. However, there 
are still actual shortages of some 
types of products in Britain and 
some European countries. 


U.S. Consumption Growing 


The virtual domination of alu- 
minum output by a few major 
groups makes it possible to take 
a confident long-term view of 
the metal’s future at a time 
when consumption has not quite 
come up to earlier estimates. 
Aluminum’s rate of advance is 
still faster than for other me- 
tals. And the failure to reflect 
excess capacity in lower prices 
to the extent that would have 
, occurred in a free market is an 
indication of aluminum’s sta- 
bility. 

U. S. aluminum consumption 
is growing at the rate of 7% 
annually—double the rate of 
growth shown by the economy 
as a whole in recent years. With 
demand already at the rate of 
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one ton per 100 people, the 
search for the necessary raw 
materials to insure a constant 
advance in availability is now 
extending far outside the 
United States and the American 
continent. 

The main area for future ex- 
pansion is Africa which has a 
quarter of total world reserves 
of bauxite — together with 
hydro-electric power potential 
of immense dimensions. The 
power would be available at 
comparatively low cost. 

Accordingly, several giant 
projects are now on the draw- 
ing-boards fer raising African 
aluminum output. The building 
of the necessary dams and elec- 
tricity generating plants will 
also be of enormous importance 
to the general development of 
the economies of the new Afri- 
can nations. 


The sums involved are so 
large that only after the opera- 
tion of the completed plants for 
many years at something close 
to full capacity will an economic 
return be obtained on the in- 
vestment. The prospects of this 
happening have, of course, been 
clouded by Africa’s recent polit- 
ical instability. 

The biggest single proposed 
project is in the Republic of the 
Congo. This will be deferred 
until the pattern of the future 
is determined to be more stable 
than appears at the moment. 

But even so, the planners in 
charge of the aluminum indus- 
try’s expansion expect Africa to 
be producing 15% of the Free 
World output of aluminum in 
1970. This implies a rise of 30 
times in production over the 
next nine years to a level of over 
1 million tons. 


The important question con- 


fronting aluminum is thus the 
political future of Africa. In the 
event that the big plans of the 
major groups cannot be carried 
through, there are no adequate 
alternative possibilities for pro- 
ducing as much additional alum- 
inum within the same period of 
time. 


Shortage Could Develop 


Therefore, unless stable con- 
ditions emerge throughout much 
of Africa, there could be a seri- 
ous shortage of aluminum by 
the end of the decade. This 
shortage would become evident 
by a slowing-down of the rate 
at which new uses open up for 
the metal. 


Potential buyers of aluminum 
will do well in the next few 
years to pay considerable at- 
tention to the economic and 
political developments of several 
African countries. Olin Math- 
ieson has a 48.5% stake in a 
company being set up in Guinea 
and is carrying out exploratory 
work in several other African 
countries, as is Reynolds Metal. 


Kaiser is carrying through a 
major development on the Volta 
in Ghana, at the head of a con- 
sortium including other Ameri- 
can interests. The dam and 
power plant alone will cost 
around $350 million. Alcoa is 
also taking an_ increasingly 
active interest in Africa’s po- 
tential contribution. 


Aluminum illustrates very 
strikingly the tendency for 
world supply and demand trends 
in raw materials to involve 
many nations. It is no exaggera- 
tion to say that the future of 
this metal now depends on 
Africa more than on any other 
continent. 
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FAST DELIVERY of Lead Screws 
and Threaded 


The lead screw shown above ina 
Model 120 Ex-Cell-O Thread 
Grinder is 19 feet long, 5inchesin 
diameter. Guaranteed tolerance 
is t+ .0002” per inch, 0005 

per foot, non-accumulative 
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Parts! 





e All thread forms 

e Any size, any quantity 

e Regular, worm or ball-race 
e Guaranteed accuracy 


Ex-Cell-O can quickly deliver custom lead screws and 
threaded parts in any quantity, in any size from 
miniature to twice the length of the 19-foot screw 
illustrated. Thread types include worm, ball-race, 
Acme, Modified Acme, Buttress, Whitworth and 
others in all classes, I.D. and O.D. 


The Ex-Cell-Ability to design, develop and produce 
precision parts to your specifications is amply 
supported by modern quality control, heat treatment, 
machining and inspection methods and fast service. 
For a prompt quotation, contact our Representative 
nearest you, or send us your prints. 


—_ 


Precision Parts 


+ RAILROAD PINS AND BUSH 
RS e CONTOUR PROJECTORS 
« AIRCRAFT AND MISCEL- 


R PACKAGING EQUIPMENT OETROIT 32, MICHIGAN 


< 
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Pin it 

With 
Hindley 

Cotter Pins 
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FO FQ -‘‘filosofy of buying” 





Two purchasing veterans were awarded pins recently for 25 years of service to 
Kaiser Aluminum & Chemical Corporation by president D. A. Rhoades (I.). The 
quarter-century men are Duncan S. Gregg (r.), corporate manager of pur- 
chases since 1954 and a member of Purchasing Magazine’s Editorial Advisory 
Board, and Kenneth E. Weaver, industrial division purchasing manager. 


Ir WASN’T a case of the shoe- 
maker’s children having no shoes 
when a fire broke out in the 
Falcon Alarm Company in Sum- 
mit, N. J. Falcon makes freon 
horns and fire alarms and had 
its own equipment installed 
throughout the plant. The big 
damage in the fire came from 
smoke and water, not from fire 
or heat. 


A CHICAGO supplier of restau- 
rant equipment sends homing pi- 
geons by messengers to hard-to- 
reach prospects, according to the 
Wall Street Journal. The bird car- 
ries a sales message and an in- 
vitation to “throw me out the 
window” if the prospect wants a 
salesman to call. 

This may be establishing some 
sort of a trend that may turn the 
P.A.’s office into something re- 
sembling a zoo. Suppose suppliers 
that like to give gifts start send- 
ing PA.’s small barrels of stuff 
hanging from St. Bernard’s necks? 
And there’s always the possibility 


of a supplier sending a monkey 
with a cup in through the window 
to collect payment on an invoice. 
It wouldn’t be surprising either, 
to see purchased parts coming in 
on pack mules. (The way deliv- 
eries come in from some venders, 
this may be a vast improvement.) 

Some purchasing agents might 
take the influx of animals as a 
normal thing. Haven’t suppliers 
told us that visiting some purchas- 
ing departments is like going into 
a lion’s den? 


J oun WARD, purchasing agent 
for the City of Chicago, has scored 
again with one of the most attrac- 
tive and impressive annual re- 
ports we've seen. Titled “Chicago 
Goes to Market,’ the 36-page 
booklet is filled with information 
that will interest not only Chi- 
cago taxpayers, but also govern- 
ment and industrial purchasing 
people everywhere. Copies are 
available from John or his deputy, 
Dick Berry, at City Hall, Chi- 
cago 2, Il. 
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NOW =a Continental 


Counterbore Set for 
New Standard 
Socket Head 
Screws! 





Designed especially for the stronger, safer 1960 
Series socket head cap screws, the Continental No. 
1B Standard Toolroom Set provides a wide range 
of sizes in a cost-saving, space-saving tool set. 


Supplied in a sturdy, fitted oak box, and equipped 
with a complete lineup of tools in the most-used 
sizes, the No. 1B gives you traditional CTW 


quality and performance for toolroom or job shop 
counterboring, spot-facing and countersinking 
operations. 


Call your local Ex-Cell-O Representative, or contact 
Continental Tool Works for details on the full line 
of CTW Counterbore Sets, and standard and spe- 
cial cutting tools and broaches. 


STANDARD TOOLROOM SET NO. 1B CONTAINS: 


10 hand-detachable CTW Counterbores 
for #6 through 5%" dia. screw heads. 


3 self-centering, hand-detachable CTW 
Countersinks. 


17 hardened and ground counterbore 
pilots. 


2 CTW Holders with non binding, ‘‘twist 


@ ©@ of the wrist” release action. (Available 


with Morse taper or straight shank.) 


“No one has ever _—— failure of a Continental Counterbore Drive!’ 


ontinental” 


° 
banda 
ee eal oon 


= WORKS EX CELL: 0 


DIVISION OF 


CORPORATION 
. DETROIT 32, MICHIGAN 
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THERE’S A TIMKEN® BEARING TO FIT EVERY NEED 


3O types and over 10,247 sizes make Timken bearings 
the most complete line of tapered roller bearings. 
The little bearing you almost missed sitting there on top 
of the big one is too small to fit on your little finger. It’s 
weighs only 


ri sl-neck 


used in the reel of a power mower, and it 
2.6 ounces. The big one is a four-row 
bearing, weighing over six tons. 

a Timken® 
tapered roller bearing to fit every combination of radial 
and thrust loads, for all kinds of mountings, and for 


Between these two extremes you'll find 


On the spot 
engineering 
service with 


virtually all operating conditions. This most complete 
line of tapered roller bearings is sold and serviced by 
graduate engineers who can help you select the one 
bearing, from hundreds of possibilities, that will give you 
the most for your bearing dollar. 

Make sure you check with your Timken bearing 
representative. He can tell you which bearing is the most 
economical for your application. The Timken Roller 
Bearing Company, Canton 6, Ohio. Cable address: 
**Timrosco”’. Makers of Tapered Roller Bearings, Fine 
Alloy Steel and Removable Rock Bits. Canadian Divi- 
sion: Canadian Timken, St. Thomas, Ontario. 


tapered roller bearings 
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Purchasing Pointers 


CUT THAT TYPING LOAD—How many of the same lengthy specifications does 
your typist have to copy month after month? If you have standard 
specs that must appear on the purchase order, have them printed 
or duplicated, and attach a copy to each order. 


SALESMEN ARE HUMAN TOO—The salesman who has to wait too long may uncon- 
sciously react by giving poorer service. Do you know how long 
the salesman has to wait? To be sure, ask your receptionist to 
log both arrival time and time he enters buyer's office. 
Check results regularly. 


UNINTERRUPTED INTERVIEWS—If you're seriously interested in giving a 
salesman an interview, try to keep distractions to a minimun. 
One way is to cut off all telephone calls (except those a bright 
girl will recognize as important.) Clear your desk of papers 
or better yet get from behind your desk and sit face-to-face 
with your caller. 


GET THE MOST OUT OF BLANKET ORDERS—Although blanket orders are supposed 
to Save, not make, work, some departments still insist on 
written releases and requisitions. Don't bog down. Make 
releases by phone; use packing lists or invoice copies, signed 
by requisitioner, to control the process. 


COMMONSENSE COURTESY TO SALESMEN—"I've seen a couple of your pointers 
aimed at improving buyer-seller relationships," a salesman 
writes. "May I add a few more?" His suggestions: try to avoid 
holding interviews in the lobby; get the company to switch 
to clip-on or stick-on identification tags from the suit- 
tearing pin kind; when your reception room is a crooked mile 
from your office, send someone out to guide a salesman 
through the maze. 


DIPLOMACY IS IMPORTANT—Cost reduction is, of course, the great persuader 
in any value analysis program. But if you never get the program 
off the ground you get nowhere. A little diplomacy will help 
you condition the more suspicious members of your organization 
and eliminate a lot of roadblocks. Here are a few tips to help 
you win the skeptics over: don't try any complicated 
projects at first; take just one item at a time; be practical— 
if you get off on a harebrained idea on the first try your 
value program may get laughed out of existence; pinpoint the op- 
position, then ask them for help; be modest about claiming 
credit—try to get everyone into the act. 
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Now, Acme Steel brings you (literally!) 
the world’s first strapping machine with 


4 
> 
< 


FULL-SHE 6 
PERFORMANCE... 





THE REVOLUTIONARY y 


. .. 80 compact, we can carry it right into 
your plant . . . so complete, it does every- 
thing you want a powered strapping ma- 
chine for: fast feeding, tensioning, seal- 
ing and cutting. And so conservative in 
cost! 

The new F7 is not a stripped down fac- 
simile of a larger machine. Its surpris- 
ingly low initial cost and operating 
economy are engineered into the strap- 
ping mechanism—a 75 pound, self-con- 
tained unit that doesn’t rely on complex 
(and costly to service) electronic circuits. 
You can adapt it for any regular duty 
strapping job, equip it for the exact de- 
gree of automation you desire (at right 
are a half dozen actual applications). 

Now, even modest volume operations 
can discard outmoded methods. Big 
users can set up additional strapping 
lines at a fraction of their former cost. 
And everyone can give production bot- 
tlenecks the slip—the low-cost F7 strap- 
ping mechanism can be replaced with a 
standby in a few minutes! 

Call your Acme Idea Man for a quick 
carry-in demonstration. See how the new 
F7 can handle your packaging operation 
at a greater profit. Or, return the coupon 
for full facts. 


PINI-SILE 
PRICE 
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PACKAGING COSTS 
ACME IDEA LEADER IN 
STRAPPING 


ACME STEEL COMPANY 
Dept. PMS-71, 135th St. & Perry Ave. 


Chicago 27, Illinois. 


(J | would like an F7 demonstration in my pliant. 
(0 Send complete information on the new F7. 


NAME 





TITLE 





FIRM 





ADDRESS. 





CITY. ZONE__. STATE... 








with men who know cutting tools...i’s \JORSE everytime 


| 


MORSE 
means 
iWalswesles—in 





TRY MORSE...BUYMORSE 
SEE YOUR NEARBY }LORSE: DISTRIBUTOR 


MOFR?S =; 


MORSE TWIST DRILL & MACHINE CO. 4 vivision ot van a 


NEW BEDFORD, MASSACHUSETTS ™ 


2692 


WAREHOUSES IN: NEW YORK e CHICAGO + DETROIT « DALLAS «© SAN FRANCISCO 
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For United Air Lines’ Jets, 


3M ADHESIVE’S “INSTANT” BOND STRENGTH 
PUTS SCULPTURED SEATS TOGETHER—FAST! 


3M Brand Adhesive EC-1357 builds high 
bond strength practically instantaneously 
between leather covering and aluminum 
frames so that the leather can be imme- 
diately formed to the special sculptured 
design of the seats for United Air Lines’ 
jets. As a result, Aerotherm Division of 
Aerotec Industries Inc., Bantam, Conn., 
has achieved production-line speed and 
economy in making the seats. 

In production, EC-1357 is applied to 
aluminum back and side frames up to a 
week before actual bonding, then solvent- 
reactivated, for flexible scheduling. Areas 
of pre-cut leather are brush-coated with 
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EC-1357; the leather is thoroughly soaked; 
adhesive surfaces are wiped free of water, 
and a second coat of EC-1357 is applied. 
Production line fixtures then apply pres- 
sure to the leather-to-aluminum bonds, and 
because of rapid strength build-up, the 
leather can be immediately pulled into 
proper contour. 

How can 3M adhesives speed your pro- 
duction? EC-1357 is one of hundreds of 
adhesives developed by 3M research to 
solve industrial fastening, coating and seal- 
ing problems. Call the nearby 3M Field 
Engineer. Or write AC&S Division, 3M Co., 
Dept. SBCC-71, St. Paul 6, Minn. 


ADHESIVES, COATINGS AND SEALERS DIVISION 
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Fast strength build-up of 3M 
Brand Adhesive EC-1357 permits 
immediate form-fitting of leather 
after it’s bonded to aluminum seat 
frame. 


LEO Sy, 
TMiinnesora [finine ano ]\Januracturinc company 4% N 
Vv 


... WHERE RESEARCH IS THE KEY TO TOMORROW “SN 


2H L—_ 





EXIDE POWER PACKAGE 


Exide Industrial Marketing Division, The Electric Storage Battery Company, Philadelphia 20, Pa. (ESB) 


85 AMP-HR—ONLY 22% in. HIGH! 


Here’s the new high in battery capacity for 
electric industrial trucks—the Exide-Ironclad 
TSC Battery. It is available right now and 
it will fit in the battery compartments of 
your present trucks without modification. 
It conforms to the design thinking for 
future trucks as expressed by truck 
manufacturers. 


This battery offers a capacity of 85 amp-hr 
per positive plate—increased from the pre- 
vious highest available capacity of 80 
amp-hr in the Exide-Ironclad TGS—and 
still with over-all height of 22% in. The 


. 


< 
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New tubing boosts battery capacity 

Side view of tubing magnified twice size shows 
the fine mesh with thousands of pores for easy 
flow of electrolyte. Holds active material 
firmly against loss. 


length and width dimensions of the bat- 
tery are also unchanged. Therefore the 
new battery occupies the same space as 
present batteries. 

A unique feature of the Exide-Ironclad 
Battery is the tubular construction of the 
positive plates. With the square-shaped 
tube, introduced over a year ago in the 
TGS Battery, Exide made it possible to get 
higher capacity from each positive plate 
through greater area in contact with 
the electrolyte. 


Now, in the TSC Battery, Exide introduces 
woven mesh tubing, still square shaped, 
but with higher porosity for easier access 
of electrolyte. This new tubing is able to 
hold more active material, which, in 
addition to the higher porosity, results in 
higher capacity than ever before. The tub- 
ing is of a special nonoxidizing material 
of proven long life in extensive laboratory 
tests and field applications. 


This increase in battery capacity has been 


achieved without increasing the height of 


the battery. Thus you can step up the 
work capacity of your present trucks with- 
out the extra expense of modifying the 
battery compartments. The Exide-Ironclad 
PSC is still only 22% in. high. Likewise 
its specific gravity is still only 1.275. 


Hence battery life potential remains high. 


With theintroduction of the Exide-lronclad 
TSC, Exide now makes it possible for you 
to match your particular battery power 
requirements more closely than ever. If you 
are ready to buy a new truck or new battery 
now, talk with your Exide representative 
about how you can get the maximum 
power for your dollar. 


Only Exide offers so broad a range of bat- 
tery types: Exide-Ironclad, Exide-Power- 
clad premium flat plate, and Exide Nickel- 
iron alkaline (invented by Thomas A. 
Edison). Exide chargers are available in 
both motor-generator and silicon rectifier 
types, in sizes to cover all needs. Exide 
service men are coast to coast, all factory 
trained in both batteries and chargers. 
Make sure you get maximum economy in 
your battery power. Write Exide Indus- 
trial Marketing Division, T Electric 
Storage Battery Company, Philadelphia 


xX10e 
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IT’S BOUND TO BE BETTER WITH A STEEL STRAPPING MACHINE 


A machine like this 
an Save you 


$6,000 a year... and more! 


It’s the USS Model 12 Automatic Round Steel 
Strapping Machine. The Joliet Works of U. S. 
Steel’s American Steel and Wire Division uses it to 
strap all their nail cartons. Formerly, it was neces- 
sary to stop the conveyor line about 20 times per 
day to change carton sizes. Each change-over took 
over five minutes. With installation of the Model 12, 
the change-over takes only a matter of seconds. 
Previous strapping methods required two-way tying 
for sufficient strength. This has been eliminated 
with the round steel strap. Now, one round steel 
strap gives the same strength, thus reducing strap- 
ping costs by shaving material needs by thousands 
of feet per day. 

At ASW, the Model 12 straps thousands of nail 
cartons daily with strong, 16-gauge USS Round 
Steel Strapping. In addition to practically eliminat- 
ing change-over time, the labor-saving Model 12 
takes only 74 sq. ft. of floor space and weighs only 
1,300 pounds. 

Find out how the automatic Model 12 can help 
cut costs and speed production in your operation. 
See our new industrial film showing many possible 
applications for the Model 12. Send the coupon. 


U. S. Steel Supply 
Division of 
United States Steel 


U. S. Steel Supply 

U. S. Steel Corporation 

208 South LaSalle Street 

Chicago 4, illinois 

Please send me more information on: 


USS Model 12 Automatic Round Steel Strapping Machine. 
) The new industrial film entitled, ‘‘Tie This.” 


Name 
Company 
Address 


City 
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A NEW GLASS EPOXY LAMINATE 


Companies buying laminates which must meet critical specifications will 
welcome this new glass fabric epoxy, CDF Grade 614, available plain or 
copper-clad. Flame retardant, it also offers excellent resistance to moisture 
and trichloroethylene vapor—making it ideal, for example, for critical 
ground and airborne circuitry. 


In addition, CDF 614, identified by its opacity and distinctive tan color, 
rates high in fabricating qualities: takes a cold punch with virtually no 
“haloing.”’ It’s the latest example of CDF technical competence that solves 
laminated plastics problems in a wide variety of applications. 


Ww CONTINENTAL-DIAMOND FIBRE 


CONTINENTAL-DIAMOND FIBRE CORPORATION, NEWARK, DELAWARE * A SUBSIDIARY OF THE -4fahf& COMPANY 
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PROBLEM: How to get sales appeal in your shipping container 
without the cost of three-color printing. 


SOLUTION: International Paper’s new pastel Gator- Hide, liner- 
board gives you three colors with two-color printing. 


yp DISPLAY container was made purpose bette r pa kagil ¢ at lower cost. 


weight — shipping containers that de- 
with two-color printing—on one of Other examples include non-abrasive 


liver your product in top selling con- 

International Paper's new Gator-Hid boards, release-coated boards, weather- dition at minimum cost 

pastel linerboards. ind slip-resistant boards and highly International Paper can 
These amazing new linerboards are printable coated linerboards 


the lightest and brightest you can get But our work goes beyond the crea- 


provide you 
with paper packaging that is designed 
from the very beginning—to suit your 
without printing color on expensive tion of new boards. Packaging experts product. 
bleached board in our Container Division study the spe- 
They are typical of the wide range of cial needs of your product. They start 
fine linerboards available to you in the with the best materials for the job. And 
famous Gator-Hide series. Thei then turn them into rugged—yet light- 


Call any one of our twenty-two Con- 
tainer Division plants. Or contact your 
boxmaker. He has probably been doing 


business with us for years. 


INTERNATIONAL PAPER 


NEW YORK 17, N.Y. 


Manufacturers of papers for magazines, books and newspapers + papers for home ar + papers and paperboards f 


ontainers + folding cartons + milk containers + pulps for industry - lumber, plywood ana 
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The Steiner 
Tissue-Master. . . 


The Steiner Tissue-Master two-roll dispenser will 
lower your washroom maintenance costs, and give you 
the convenience of a double supply of tissue. Here are 
the Tissue-Master features that add up to washroom 
economy for you: 

Double supply— The Steiner Tissue-Master holds 


two rolls of soft, quality tissue. Your tissue supply lasts 
longer, and the dispenser will never be empty. When 


the first roll is finished, simply tear off the core and 
the second roll automatically drops into place. 

Less maintenance— The Tissue- Master cuts wash- 
room maintenance time in half as tissue supply lasts 
longer and less maintenance is required. A view slot 


STEINER CONTROLLED ROLL TOWEL DISPENSERS 





-) 
7 
] | 
| 


/ 


| | 
— 























AMERICAN AUTOMATIC 
Semi-Automatic 


DRI-MASTER 
Manual Operation 


SERVA-MATIC 
Fully Automatic 


2. Tear off 
fore} g =) 


tells at a glance when the Tissue-Master needs refilling. 

Quality dispenser— The Tissue-Master is made of 
durable styrene plastic with a clean white finish that 
resists rust and scratches; never needs painting. A flat 
chrome top makes a convenient shelf that isn’t harmed 
by burning cigarettes. Tissue theft is eliminated by a 
sturdy lock. The Tissue-Master is also available in an 
all metal model. 

Complete line—Steiner Company manufactures a 
complete line of quality paper products and controlled 
dispensing cabinets for every washroom need. Write 


today for information on how Steiner products and 
controlled dispensing can save you more money. 


STEINER COMPANY 
740 Rush St. > 


Chicago 11, Ill. STEINER 
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A SALES MANAGER writes: “Recently a purchasing agent 
informed us that we had lost an order. He undoubtedly felt he 
was being courteous in doing so, but when we asked him whether 
we had lost out because of design or because of price, he was 
highly offended. We think his resentment was unjustified.” As 
the sales executive goes on to explain, he has no quarrel with 
a purchasing agent’s desire to keep prices confidential during 
bidding or negotiation. But he does believe that a vendor who 
fails to get an order is entitled to a fairly explicit reason as to 
why he was unsuccessful. He believes too many P.A.’s are need- 
lessly secretive. 


Is he right? In most cases, we think he is. 


‘ Most P.A.’s pride themselves on never divulging a price to a 
How Much ; 


competitor. But is there any reason for this policy once the 
order has been placed? Keeping vendors in the dark can cause 
+ some unpleasant repercussions. Salesmen will try to develop 
Secrecy friends in other departments who have access to bids in order 
: to get the information they want. Or they may get together with 

competitors’ salesmen to discuss the order. 


In Purchasing? 


When business is placed by bid, without any negotiation, it 
would seem that the P.A., in all fairness, has the responsibility 
of telling each bidder: 

(1) Who got the job and at what price. 

(2) What the other bids were. 

(3) The reason the successful vendor got the order—price, 

detivery, design, quality, etc. 


Naturally, in some instances there may be reasons (other than 
economic considerations) for giving business to a particular 
vendor. In such cases, however, it is best not to ask ineligible 
vendors to quote. 


Also, when the order is complex and requires a great deal of 
negotiation, the policy of giving unsuccessful vendors all the 
facts may have to be modified somewhat. Often, there are too 
many details, and too many variables for a complete explanation. 

PurcHASING MAGAZINE But the vendor is certainly entitled to know the basic reason 


Juty 31, 1961 he didn’t get an order. Undue secrecy after the fact is apt to 
hurt, not help purchasing. 
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It Doesn't Always Pay 
To Cut Inventories 


By Dean Ammer, 


Executive Editor 


Last DECEMBER, the director 
of purchases of a medium-sized 
midwestern manufacturing com- 
pany proudly reported to his man- 
agement that he had cut inven- 
tories nearly 20% during 1960. 
Stocks of purchased material to- 
taled $2.6 million in January, 1960. 
By December 31, they had been 
cut to $2.1 million. The director 
of purchases pointed out in his 
report that this $500,000 inven- 
tory reduction saved $120,000, 
since carrying costs amounted to 
24% of the inventory value. 

The director of purchases 
couldn’t help feeling a little dis- 
appointed when he saw his com- 
pany’s annual report for 1960. 
His $120,000 cost reduction didn’t 
show up at all; in fact, operating 
costs actually increased during 
1960 even though there was al- 
most no change in sales volume. 
As it turned out, in this case, 
inventory reduction actually re- 
duced profits. 

What happened is that the pur- 
chasing executive had been led 
astray by the 24% cost of posses- 
sion estimate he had received 
from his controller six months be- 
fore. The estimate was a good one, 
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but the director of purchases 
didn’t use it properly. First, the 
24% figure was an estimate of 
average cost of carrying inven- 
tory. In deciding whether or not 
to cut inventory, the P.A. should 
have used marginal cost—the 
cost the company must pay out 
to carry an extra $1 worth of in- 
ventory. Second, the controller’s 
estimate was obsolete. Cost of 
possession is subject to wide 
swings even when there is al- 
most no change in other costs. 


Determining Carrying Cost 


The problem could have been 
avoided if the P.A. had carefully 
reviewed the way the controller 
determined inventory carrying 
cost. This involves a long, detailed 
study because there are so many 
factors to consider, but the prin- 
ciples are straight forward. 

In determining carrying cost, it 
is customary to include every 
possible direct and indirect cost. 
For example, suppose a hypo- 
thetical company stocked a sin- 
gle material in a separate stores 
building that it owns. Assume that 
the company has the following di- 
rect costs to operate the building: 


Wages of clerks and super- 
visors 

Taxes & Insurance on Build- 
ing $10,000 

Utilities Services—electricity, 
heat, telephone, etc., and 
supplies 

Maintenance Building 

Depreciation & Interest on 
Building & Fixtures 


$20,006 


$5,000 
$2,000 


$8,000 


Total $45,000 

If the value of the inventory 
is $50,000, then the controller 
would that the direct costs 
of storing the material were 9% 
per year ($45,000/$500,000). This 
would not be the total inventory 
carrying cost, however. There 
would be other costs associated 
with the material itself. The great- 
er the value of the material the 
higher the taxes that must be paid 
on it. Allowances must also be 
made for shrinkage or spoilage, 
obsolescense, and other factors. 
Premiums must be paid for fire 
insurance on the material. All 
told, these costs might equal 5% 
of the value of the inventory. 


Say 
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Last, but by no means least, 
there is the cost of the money 
tied up in inventory. Money is 
worth money. If it weren’t in- 
vested in inventory, it could at 
least be earning a 4% return in 
government bonds. And few man- 
agements would be satisfied with 
such a meagre return. 

Government figures show that 
the average manufacturing com- 
pany earns just under 10% on its 


stockholders’ investment. So let 
us assume that the controller of 
our hypothetical company sets 
10% as the minimum acceptable 
return. This means that before 
management will approve any in- 
vestment it must give promise of 
earning at least 10%. Therefore, 
the cost of the money tied up in 
inventory can also be figured at 
10%. 

Now, the three basic compo- 
nents of inventory cost have been 
established: the $45,000 per year 
or 9% cost of operating the build- 
ing in which the inventory is 
stored; the 5% allowance for costs 
associated with the inventory it- 
self; and the 10% charge for the 
return on investment that would 
be coming in if the money were 
not tied up in inventory. This adds 
up to a total inventory carry cost 
of 24% per year. 


Saving Isn't Great 


If the inventory cost is 24% per 
year, isn’t it logical to figure that 
it costs 24% of $500,000 or $120,000 
to carry a $500,000 inventory and 
but only $96,000, or 24% of $400,- 
000, to carry a $400,000 inven- 
tory? Unfortunately, it does not. 
When inventory is cut from $500,- 
000 to $400,000 there may be little 
or no reduction in operating costs. 

Here’s what happens to the 
three basic elements of carrying 
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cost when inventories are re- 
duced. It still costs $45,000 to op- 
erate the store room. Clerks are 
still needed (in fact even more 
may be required because there 
will be more deliveries to handle). 
In addition, all the other costs of 
operating the building go on 
pretty much as before. And if the 
material is the type that is stored 
on special racks and shelves, there 
may not even be any saving on 


floor space. Empty shelves take up 
the same space as full ones. 

Even if there is a saving on 
floor space, chances are it can’t be 
used productively. Inventory cuts 
are almost always made in peri- 
ods when production is declining. 
Management is hard put to use its 
existing space economically, so it 
scarcely needs additional floor 
space that would have to be given 


“Please come back. You're the only 
one who understands the inventory 
records.” 


up once higher production forced 
an inventory buildup. 

What it all boils down to is this: 
the $45,000 cost of operating the 
storage area remains unchanged, 
but is now spread over a smaller 
inventory. Before this component 
of carrying cost was 9% ($45,000 
$500,000). With the $100,000 in- 
ventory reduction the carrying 
cost comes to 11.25% ($45,000, 
$400,000). 

There is a saving, however, on 
the carry-cost components that 
vary with the value of the inven- 
tory itself (taxes, absolescence, 
etc.). These totaled 5% with a 
$500,000 inventory and they re- 
main 5% for the $400,000 inven- 
tory. As a result, the $100,000 
cut in inventory saves $5000 (5% 
of $100,000). 

Savings on the third component 
of inventory carrying cost is usu- 
ally illusory. When the inventory 
was $500,000, the estimated cost 
of capital was 10%—the amount 
the company normally earns on 
its stockholders’ investment. What 
happens to the $100,000 freed for 
other uses when inventories are 
cut? Can the treasurer put it to 
work at 10%? Chances are he'll 
be lucky to get 4% from govern- 
ment bonds. 

In many cases, the money will 
just sit idle in the company’s bank 
account. The reason for this is that 
inventory cuts are almost always 
made when sales are dropping. 
During these periods, companies 
have excess capacity and are 
hardly in the mood to expand. As 
a result cash balances build up 
during business downturns. Look 
what happened to manufacturers 
cash and inventory balances last 
year. Manufacturers cut inven- 
tories $500 million in the third 
and fourth quarters of 1960. Cash 
balances were up $400 million— 
even though manufacturers ac- 
tually had less need for cash be- 
cause of dropping sales. So it’s 
fair to say that net savings in 
capital cost from cutting inven- 
tories will be zero. 

This means that the $100,000 
inventory reduction brought no 
savings whatever in capital carry- 
ing cost or in physical carrying 
cost. The only real savings were 
the direct ones—inventory taxes, 
etc.—which amounted to $5000. 

(Please turn to page 102) 
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Foolproof Follow-up Saves 
Buyers 3500 Hours 


Syaremanven FOLLOW- 
UP, featuring standardized tele- 
grams, has reduced the time spent 
on expediting by 3500 hours at 
the Apparatus Div. of Texas In- 
struments, Inc. And the controls 
built-in to our follow-up method 
are so sure-fire that it’s almost 
impossible to “lose” or overlook 
an order that needs expediting. 

One of the main features of our 
follow-up system is that it clear- 
ly distinguishes clerical jobs from 
those which need buyer attention. 
This means that our buyers don’t 
get bogged down in detail. 

Our present follow-up system 
provides for one centralized “tub” 
of active purchase orders and, if 
the buyer feels it’s necessary, a 
separate tub for specific projects 
which he keeps near his desk. 
In the tubs we keep records of 
6000 to 7000 open purchase orders. 
We issue approximately 3000 new 
orders per month. 

Currently, we estimate that we 
use about 3,500 manhours a year 
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Texas Instruments’ new follow-up system frees buyers for 


more important work, 


Unusual feature of the system is 


use of standardized telegrams to expedite open orders. 


By Charles E. Falkenberg, 


Material Control Coordinator, 
Apparatus Div., Texas Instruments, Inc 


n purchase order follow-up and 

maintenance of order status rec- 
ords. On the basis of studies con- 
ducted at the time we inaugurated 
our new system, it is safe to say 
that under the old system our 
buying staff would spend more 
than twice this amount of time 
to accomplish the same job. In 
addition, with the new system a 
much higher percentage of follow- 
up work is done by clerks rather 
than on more expensive buyer 
time. 


Telegrams Save Money 


We have also saved money in 
the process of communicating 
with suppliers on _ follow-up. 
Formalized Western Union tele- 
grams prompt suppliers to reply 
by return wire. And we spend 
less time—and money—on other 
communications methods. In fact, 
calls are made by the buyer or 
expediting section only as a last 
resort after our routine follow-up 
system fails. 


Our system hinges on a single, 
stiff-cardboard copy of the pur- 
chase order. This copy is used as 
the follow-up card and is made 
from a Ditto master. The back 
side of the form has space to list 
each item that appears on the 
P.O. Each step in follow-up 
process is noted on the file form. 
Deliveries are also posted item 
by item. 

These forms are housed in an 
open, readily-accessible tub file. 
Buyers, material control clerks, 
and production people alike can 
quickly review the complete his- 
tory of a purchase order at a 
glance. Attendant incoming cor- 
respondence is kept in a dead 
correspondence file. We have sys- 
tematized to the point where near- 
ly all outgoing correspondence is 
done on forms. Therefore, record 
copies need not be kept, so long 
as we keep a record of having 
sent each communication. This 
makes it unnecessary to keep file 
folders for individual purchase 
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Follow-up copies of each purchase order are kept in these visible-type tub files. Each time 
a follow-up communication is sent or received, it is posted to the file copy. 


Follow-up at Texas Instruments 


Operator perforates tape, then 
transmits messages from Apparatus 
Division to corporate wire communi- 
cations center where clerks switch 
messages into Western Union net- 
work for transmittal and delivery 
to vendors. In most cases, answers 
are sent by return wire. 
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orders. 

On an ordinary order, where 
no specialized handling is re- 
quested, here’s how our follow- 
up system works: 

First, the material control sec- 
tion or buyer’s secretary gets a 
card-copy of the purchase order 
when the order is released. This 
form contains two pre-printed 
month and day-of-month “boxes” 
in the right margin. In these, 
the person doing the follow-up 
notes the date on which the first 
follow-up check should be made. 
Usually, this is seven days after 
release of the order. 

Next, this form is placed in the 
tub file which is organized so that 
the right one-half inch of each 
overlapping form is visible. Since 
follow-up instructions have been 
noted on this margin, a clerk can 
go through the file at the begin- 
ning of each day and easily select 
orders which have been marked 
for follow-up. 

If no vendor acknowledgment 
has been received by the date 
of the first follow-up check, we 
address and mail a standard post 
card form. Then we mark the 
purchase order form for another 
follow-up check seven days later 
and return the card to file. If 
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Custom-printed Western Union telegram forms simplify 
transmittal of wire messages. Material control clerk in- 
dicates order number and which of five standard mes- 


sages to send. 


we still haven’t heard from the 
vendor a week later, we issue 
our “Air-Mail-O-Gram” form let- 
ter and again mark the purchase 
order form for a routine follow- 
up check. 


Special Form Helps Clerks 


On the date of the third check, 
usually 21 days after release of 
an order, if we are still missing 
an acknowledgment, we send one 
of a series of standardized tele- 
gram messages. To help us stand- 
ardize this phase of our follow-up, 
Western Union has supplied us 
with “custom printed” telegram 
forms free of charge. Printed on 
each of these forms are five stand- 
ardized messages. (See cut 
above). The forms are so de- 
signed that a clerk simply types 
in a heading address at the top, 
then types an “X” beside the mes- 
sage she wishes to send. She also 
types the number of the purchase 
order in a blank provided for 
this purpose. 

Operators working at leased 
Western Union perforators put 
the messages into punched tape 
form. The messages are transmit- 
ted to our corporate communica- 
tions center at Richardson, Tex., 
then fed directly into a leased 


Western Union network for de- 
livery to the vendor. 

A notation is posted to the file 
copy of the purchase order to the 
effect that standard message 1, 2, 
3, etc., has been wired. The con- 
trol copy is again marked for fol- 
low-up. Naturally, replies are 
posted to this control form as they 
are received. 

The first standard message is 
a simple request for acknowledg- 
ment and confirmation of shipping 
schedule. The second requests 
the vendor to wire shipping 
date, carrier, and waybill number. 
The third informs the vendor that 
our order is urgently needed and 
requests that he wire earliest pos- 
sible shipping date. The fourth 
asks whether the vendor is ship- 
ping our order on the date he has 
promised and asks him to wire 
shipping date, carrier, and way- 
bill number. The fifth, usually 
sent after we have failed to re- 
ceive an order on the requested 
date, asks whether the order was 
shipped on the promised date. It 
also requests the vendor to wire 
shipping date, carrier and waybill 
number. The longest standard 
message runs 15 words. 

Our telegraphed follow-up mes- 
sages have proven extremely 
effective. No further communica- 
tion is needed on the majority of 
our orders. The buyer is never 
brought back into the picture 
after his order is released unless 
a vendor ignores our wires or in- 
forms us that he will not be able 
to ship on schedule. In the ma- 
jority of cases, our system sig- 
nals “trouble” before it becomes 
serious. At that point, the buyer 
may want to call his vendor con- 
tact personally. The important 
part of our system is that routine 
clerical work is done by clerical 
people. And buyers no longer have 
to answer queries from our pro- 
duction people about the status 
of materials ordered. These re- 
quests go directly to our mate- 
rial control clerks. » END 
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Purchasing s Role In 


Intra-Company Buying | 


Multi-division companies with diversified end prod- 


ucts can cut costs through intra-company purchasing. 


Here’s how the Mead Corporation purchasing staff 


coordinates this job. 


Hicuty diversified companies 
present special problems to their 
own purchasing departments. 
One of the most puzzling: how to 
coordinate purchases among divi- 
sions so that the best interests of 
the company are served. 

Mead Corporation, Chillicothe, 
Ohio, has gone a long way toward 
solving the problem. The com- 
pany makes paper, pulp, paper- 
board, containers, and packaging. 
Its plants and mills are scattered 
throughout the country, and 
many of them buy from each 
other. P.A.’s at various divi- 
sions and facilities report to their 
general managers. 


Company Spends $143 Million 


Mead has adopted an inter- 
plant buying program under the 
general supervision of George E. 
Brombacher, director of corpor- 
ate purchasing, and his staff. Its 
primary objective is to assure 
that divisions will buy from one 
another when such purchases 
would be economically advan- 
tageous. 

Mead buys about $143 million 
worth of materials and supplies 
a year. A good portion of this 
business is carried on among 
Mead plants. The Chillicothe divi- 
sion, for example, which makes 
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paper, buys some of its cartons 
from Mead’s containers division 
in Cincinnati. The Kingsport, 
Tenn. division—a paper mill— 
buys part of its container re- 
quirements from Mead’s Dur- 
ham, N.C. plant. 

It’s headquarters’ job to keep 
the various plants informed on 
what’s available where in the 
Mead organization. To this end, 
the staff group maintains com- 
plete records on plant capabili- 
ties, product line, and production 
schedules. They know transpor- 
tation differentials between dif- 
ferent plants making the same 
item. In effect, they are perform- 
ing vendor evaluation for all 
Mead plants. 

Conversely, they are guarding 
the interests of the corporation 
as a whole by directing internal 
business to those plants with sur- 
plus production or excess ca- 
pacity. Individual plants ordinari- 
ly wouldn’t have access to this 
information, and might go on 
buying from one Mead plant up 
to its neck in orders while one 
making the same product was 
desperately looking for business. 

Corporate purchasing sees that 
purchases are not only properly 
allocated within the corporation 
but among outside suppliers as 


a] 
= 
George E. Brombacher, Jr., director of 
corporate purchasing, administers 


Mead Corporation’s program of intra- 
company purchases. 


. 


well. A Mead division might be 
able to handle all the require- 
ments of another division—but is 
rarely called on to do so. “We 
always try to keep at least one 
outside source for a material just 
in case of shortage,” says Brom- 
bacher. 


Make Use of Waste Products 


One of the most important raw 
materials involved in this cor- 
porate system is actually waste. 
In the paper industry, waste 
products from one type of plant 
are used to make finished prod- 
ucts in another. Mead box manu- 
facturing plants in Durham and 
Memphis, Tenn. produce waste 
in the form of double-lined kraft 
corrugated cuttings. These are 
sold to the Heald division in 
Lynchburg, Va., where they are 
used to make specialty grades of 
paperboard. Waste from the 
Mead container plant in Atlanta, 
Ga. is also sold to the Heald di- 
vision. 

After this system was in effect 
for some years, the company car- 
ried it one step further. Now in- 
stead of shipping the waste a few 
hundred miles to another divi- 
sion, Mead saves on transporta- 
tion costs by using a method that 
Brombacher calls “trading dol- 
lars.” 

“Atlanta will sell the waste on 
the open market to a dealer in 
that area,” he says. “Lynchburg 

(Please turn to page 100) 
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Ir TAKES just seven basic 
forms to do a $15 million-a-year 
purchasing job at the Mine Safety 
Appliances Co., Pittsburgh. The 
forms are so efficient that only 
one typist is needed to handle 
the monthly volume of over 1000 
purchase orders. 

The MSA purchasing depart- 
ment has been able to simplify its 
paperwork this way even though 
it has to buy a tremendous variety 
of materials, many in small quan- 
tities. As a manufacturer of a 
wide range of safety equipment, 
MSA requires metal of all sorts, 


How MSA Streamlined 
Its Paperwork 


Vine Safety Appliances Co. has worked out such an effective 


system for handling paperwork that only one typist is needed 


to process more than 1000 purchase orders per month. 


By John Van de Water, 


Technical Editor 


off-beat 
orders 


cloth, 


frequently special or 
types; and it regularly 
assorted plastics, rubber, 
chemicals, instruments, meters, 
and mechanical and electrical 
components. The buying load for 
the company’s eight manufactur- 
ing plants is carried by Purchas- 
ing Agent James P. Curran and 
five buyers. 

A few years ago, MSA pur- 
chasing found that buying thou- 
sands of items on_ individual 
requisitions and purchase orders 
was too inefficient a way to oper- 
ate. As the company expanded, 


small orders multiplied at an 
alarming rate. Purchasing in- 
creased its clerical staffs but still 
found it very hard to get orders 
out promptly. 


Big on Blanket Orders 


MSA decided that paperwork 
would have to be cut to the bone. 
Although purchasing had to de- 
vise several new forms to achieve 
this goal, the end result is less 
work for everyone. Today, be- 
tween 85% and 90% of all pur- 
chased items are on traveling 
requisitions. In addition, the more 











than 100 blanket order arrange- 
ments that have been set up elim- 
inate much of the purchase order 
typing. 

At first glance, the forms that 
make this time-saving system pos- 
sible do not appear to be unusual. 
Basically, they are variations of 
standard requisitions and pur- 
chase orders. Each, however, has 
features that save work, not only 
for the purchasing department, 
but for receiving and accounting 
as well. Here’s the breakdown on 
MSA’s forms: 

—Three traveling requisitions, 
each tailored for a specific func- 
tion, eliminate requisition writing 
for most items. 

—A simple three-part requisi- 
tion takes care of one-time pur- 
chases. 

—A standard purchase order 
form that requires a minimum of 
typing. 

—A cash purchase order with 
check attached speeds small or- 
ders. 

—A blanket order release form 
that by-passes purchasing alto- 
gether. 

MSA’s three traveling requisi- 
tions are on 6 x 9 inch color- 
coded cards. One is used for stores 
items— raw materials and com- 
ponents regularly carried in pro- 
duction inventory. The two sides 
of the card are identical, with 
space to list four vendors and 20 
orders. In addition to the usual 
places to enter part and drawing 
numbers, descriptions, quantity, 
price, discount, etc., the card has 
boxes for the E.0.Q. and price 
differentials or quantity breaks. 
There is also a column showing 
usage to date. These figures help 
the buyer determine how much 
to buy. 


Buyers Work from Requisition 


The second traveling requisi- 
tion is used for materials that go 
directly to jobs in progress, such 
as repetitive production items not 
carried in stock. These may be 
high-priced components too ex- 
pensive to stock, or sensitive in- 
struments that need checking be- 
fore being built into the product. 
Materials that deteriorate easily 
or which need further processing 
also fall in this category. 

This requisition is similar to 
the stores requisition except that 
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it has places to note the job num- 
ber, product group, delivery point, 
and similar information. 

The third traveling requisition 
covers M.R.O. supplies. It is used 
by the shop departments and is 
filed at the stocking point. The 
cards are reviewed every six 
months in the hope that blanket 
»rders can be worked out for some 
of the items. 

Buyers work directly from the 
traveling requisitions, indicating 
vendor, price, discount, and terms 
in the appropriate columns. From 
this information the typist writes 
the purchase order, then enters 
the order number on the card, and 
returns it to the requisitioner. 


Use New P.O. Form 

A one-time requisition covers 
the comparatively few items that 
are not on traveling requisitions, 
nostly capital equipment and spe- 
cials for custom-built jobs. It is 
a half-size snapout form in three 
parts with the center copy bound 
in a book. The requisitioner fills 
in the form by hand, then pu.ls 
it out of the book as a two-part 
carbon set which he sends to pur- 
hasing. There the buyer fills in 
the information 
and gives the requisition to the 
typist. She writes a purchase or- 
ler, enters the order number on 
the requisition and the 
copy to the requisitioner. The 
original requisition is filed with 
purchasing’s open order. 

Although MSA’s requisitioning 
procedures have been set for some 
time, purchasing just revised its 
p.o. form last year. “When we 
studied the form and the way it 
was used,” Curran, “we 
found it had many copies. 
This made typing difficult and 
wasted paper as well.” 

The new form has only five 
copies in a carbon snapout set. 
The original and an acknowledg- 
ment copy go to the vendor and 
the third copy remains in the pur- 
chasing department’s order file. 
The fourth is an accounts payable 
copy with columns to enter re- 
ceiving and invoicing data on the 
back. The fifth is a duplicating 
master used for receiving reports. 
If additional copies are needed 
(for government contracts or cap- 
ital equipment purchases), the 
typist adds special extra-copy 


necessary order 


returns 


says 
too 


What’s So Hot About 
Traveling Requisitions? 


At Mine Safety Appliances almost 
90% of all purchased items are on 
traveling requisitions. Although neither 
novel nor unique, the system gives P.A. 
Jim Curran real mileage because it 
covers production inventory, repetitive 
items not carried in stock, and MRO 
supplies. 

Here are some of the reasons Curran 
is such a strong backer of the travel- 
ing requisition: 

—The traveling requisition cuts re- 
quisition writing time to the bone. 
Once permanent data is on the card, 
the requisitioner just fills in the quan- 
tity he needs and the delivery date. 


—The TR saves buyers time because 
it contains complete specs, along with 
the historical ordering data needed to 
make buying decisions. 


—Because information is perma- 
nently recorded on the card, there’s 
less chance of error. 


—The typist always gets purchase 
order data in the same form. This 
makes it easier to type up the p.o. 


—The TR record card eliminates 
duplicate filing since it replaces many 
purchasing department buying records. 


forms, which have carbon at- 
tached, to the set. 

An interesting feature of MSA’s 
order distribution is that no copies 
go to outside departments until 
the material has been delivered. 
The receiving department files the 
duplicating master and accounts 
payable copy until the material 
comes in. After entering delivery 
information on the master form, 
it runs off copies for the materials, 
methods, inventory, and accounts 
payable departments. Another 
copy goes to purchasing to close 
its order file. 

P.A. Curran points out that this 
system has several important ad- 
vantages: 

—Since most people outside 
purchasing are not interested in 
an order until the material ar- 


47 





rives, the receiving report does 
extra duty as a purchase order 
copy. This eliminates one piece 
of paper per order, per recipient, 
and makes it unnecessary to 
match up orders with receiving 
reports. 

—The requisitioner knows that 
the material he needs is on or- 
der when he gets the copy of the 
requisition with the order num- 
ber on it. A p.o. copy would be 
superfluous. 

—There is no confusion about 
action copies and file copies. When 
a department receives a combina- 
tion receiving report and pur- 
chase order it knows the material 
is in. 

—For partial shipments, receiv- 
ing merely runs off additional 
copies from the duplicating mas- 
ter. 


Design Forms to Help Typist 


The information printed on the 
order form also saves consider- 
able typing time. Nine delivery 
locations, with address, numbered 
1 through 9, are printed in red. 
Instead of typing in a lengthy 
address, the typist only inserts the 
proper number on the line read- 
ing: “Ship to receiving location 
ee below.” A box with stand- 
ard shipping and routing instruc- 
tions also cuts down on typing. 
Similarly, all special clauses are 
printed at the bottom of the order 
and the typist just puts a check 
mark by the appropriate clauses. 

The two-inch stub at the top of 
the order is for code numbers and 
accounting data. This information 
is used by the accounting depart- 
ment to prepare punched cards. 
The section remains on all inter- 
nal copies of the order, but the 
tear-away stub is removed from 
the vendor’s copies. 

For local purchases under $50 
in value, MSA uses a small order 
form that is particularly helpful 
for pickups or phone orders. The 
form has a check attached to it 
which is used to pay for the mate- 
rial ordered. This eliminates the 
need for invoice. 

The form has eight copies; the 
original includes the check and 
goes to the vendor. Another check 
copy goes to the accounting check 
register immediately. All other 
copies end up in the receiving 
file until the material is delivered. 
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Three traveling requisitions cover almost 90% of all pur- 
chased items. A simple handwritten one-time form takes 
care of the rest. 


Purchasing keeps a file copy and 
gets another from receiving after 
the material is in. This closes out 
the order. Distribution of the rest 
of the copies is handled this way: 
one stays in the receiving closed 
file, one goes to the requisitioner, 
and the others to methods, pro- 
duction, or inventory control, as 
needed. 


Blanket Order Saves Time 


But perhaps the greatest time- 
saver of all is purchasing’s blanket 
order set-up. To date, the depart- 
ment has already placed more 
than 100 such orders, and buyers 
are constantly trying to find more 
items that can be covered with 
a blanket order. So far, most 
blanket orders are for repetitive 
production items, but purchasing 
wants to extend the system where- 
ever possible to M.R.O. and sta- 
tionery supplies. 


Purchasing Agent Curran, who 
was a cost accountant before he 
got the purchasing job, is keenly 
aware of the value of blanket or- 
ders throughout the organization. 
The greatest benefit, of course, is 
that purchasing doesn’t have to 
negotiate every small order nor 
type individual p.o.’s for each 
item. “We don’t want to get in- 
volved in every little order,” says 
Curran. “Our job is to provide 
quality, price, and service, but 
once we have done that we can 
let it ride for a year.” 

In addition to reducing pur- 
chasing paperwork and eliminat- 
ing a lot of routine buying, MSA’s 
blanket orders help other depart- 
ments as well: 

—They reduce lead time since 
requisitioners can send release or- 
ders directly to the vendor. 

—Minimum stock agreements 
guarantee that vendors will al- 
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When material required is covered 
by blanket order, requisitioner pre- 
pares release form instead of re- 
quisition. Original goes directly to 
vendor, copy to purchasing. 
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Numbered receiving locations, 
printed routing and shipping in- 
structions, and special clauses at 
bottom of purchase order reduce 
typing to a minimum. 
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orders up to $50 in value, has 
check attached. By eliminating 
acknowledgments and invoices it 
cuts both purchasing and ac- 
counting paperwork. 
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ways have blanket order items on 
hand for immediate delivery. 

—Monthly invoicing reduces 
accounting work by eliminating 
invoices for individual shipments. 

—Quantity purchases produce 
direct savings. As an example, 
Curran cites a certain class of 
fittings, normally purchased at a 
20% discount. Since setting up a 
blanket order for the total annual 
requirement, the discount has 
gone up to 42%. 
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In general, purchasing writes 
blanket orders for a one-year peri- 
od. A standard purchase order 
states the approximate total quan- 
tity or value of material purchas- 
ing expects to buy during the 
period. An attached itemized list 
details unit prices and minimum 
stocks. Purchasing tries to get the 
vendor to hold prices firm for 
the year, but, if this can’t be done, 
purchasing has the right to term- 
inate the order in case of a price 


rise. 

On many items, especially those 
manufactured to MSA specifica- 
tions, vendors agree to keep mini- 
mum stocks, which purchasing 
guarantees to buy under any cir- 
cumstances. In addition, purchas- 
ing reserves the right to add or 
delete items as necessary. 

The special blanket order re- 
lease form is a variation of MSA’s 
purchase order and does double- 

(Please turn to page 80) 
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Tips for the 
Printing Buyer 


By Richard |. Gahler 


iS THE NEXT ten years in- 
dustry wili buy more printing 
than ever before in history. And 
besides getting bigger, the buying 
job is going to become more com- 
plex. 

Automation has a huge appetite 
for paper, in the form of data 
cards, snap-outs, and continuous 
forms. Electronic computers may 
cut clerical work, but not the 
number of forms. Machines will 
process specially printed purchase 
orders, file cards, invoices, etc. 
Magnetic ink, which now helps 
your bank to keep its books in 
order, will soon help to keep your 
office records straight. 

On top of this, the need for 
promotion and advertising mate- 
rial will continue to grow. 

A good buyer-printer relation- 
ship has solved many problems in 
the past. It will continue to solve 
them in hectic days ahead. As 
long as purchasing agents and 
printers continue to work to- 
gether, using the knowledge and 
experience of both, neither time 
nor money will be wasted. 

There are three main types of 
printers, each geared for a dif- 


Mr. Gahler, a former ltithographer, has 
studied graphic arts at the University of 
Minnesota and at Dunwoody Industrial 
Institute, Minneapolis. He is now print- 
ing cost estimator for Louis F. Dow Co, 
in St. Paul. 
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ferent kind of service: the job 
printer, the small commercial 
printer, and the large commer- 
cial printer. Only when he knows 
what each can do, will the pur- 
chaser be able to apply the first 
rule in buying printing: never 
demand more than the printer 
is equipped to give—but never 
accept less. 

The job printer is usually the 
small neighborhood firm that spe- 
cializes in short-run jobs like bus- 
iness cards, announcements, etc. 


Choosing a Printer 


The small commercial printer 
is somewhat larger and may em- 
ploy from 10 to 20 people. He can 
produce forms and can’ probably 
handle some advertising color 
work. Because his overhead is 
low, he may in some cases be your 
most satisfactory printing sup- 
plier. 

The large commercial printer 
who is frequently a_ specialist, 
keeps up to date with the new 
developments that will benefit the 
purchaser. Working against heavy 
competition, he depends on good 
service, quality, or reasonable 
prices to keep the presses rolling. 
He may have as many as 1000 
employees, and to meet the high 
overhead he depends on large 
volume. 

An experienced sales _ repre- 
sentative is usually the main con- 
tact between the large printing 
plant and the buyer. But often 
purchasing will have to deal di- 
rectly with the plant itself, work- 
ing with foremen, artists, estima- 
tors. These are key men, respon- 
sible for the final product. 

Specialists among the medium 
and large printers may limit their 
output to such items as continuous 
forms, stationery, packaging ma- 
terial, displays or publications. In 
addition, there is further special- 
ization by type of printing proc- 
ess: offset, letterpress, gravure, 
silk screen. For this reason the 
printing buyer usually has to deal 
with many printers simultaneous- 
ly. 

But no matter what type or how 
many printers the buyer works 
with, he can get a better job, for 
less money, if he takes the time 
for preliminary planning. This is 
especially true of complicated 
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Combination runs can cut the cost of printing. In this sample layout a 25 x 38 
inch sheet contains eight separate items. A run of 10,000 sheets would 
result in 20,000 each of the letterheads, folding direct mail pieces, and 
envelopes; and 10,000 window displays and streamers. The only limitation 
is that all items must be printed on the same paper stock. 


jobs. All important details should 
be clearly defined at the start; 
otherwise costs will be higher 
than necessary. 

While shopping around and get- 
ting prices helps the P.A. select 
the printer and the process, the 
printer needs the buyer’s help in 
getting all possible specifications 


and information. When the esti- 
mator has to guess because he 
doesn’t know, he protects himself 
with a margin of safety on his 
estimate. 

The printing estimator needs 
almost a dozen different specifica- 
tions in order to furnish a true 

(Please turn to page 84) 
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Taree BASIC purchasing 
forms are the keys to the smooth 
purchasing paperwork flow at 
Macomber, Inc., Canton, Ohio, 
manufacturer of steel joists and 
standardized building products. 
Norman C. McGregor, who heads 
up the seven-man combination 
purchasing-traffic department be- 
lieves in keeping things simple, 
as is clearly evident in the forms 
he uses. 

The first form is a prenumbered 
purchase requisition for non-re- 
peating purchases. It consists of 
two copies and is filled in by the 
requisitioner. The original goes 
to purchasing and the requisition- 
er keeps the second copy. Reason 
for pre-numbering the form is to 
make it easier for purchasing to 
handle inquiries. When a requisi- 
tioner wants information about 
his order all he has to do is refer 
to the requisition number. 

A line on the purchase requisi- 
tion which states: “Items Listed 
Below Can Be Purchased From. 


FORMS 
FORUM 


...” gives the using department 
a chance to suggest a supplier. 

After the requisition has been 
checked, the purchase order is 
prepared. The requisition number 
is shown on the P.O. and the 
requisitioner gets a copy to show 
that the order has been placed. 

The purchase order, like the 
requisition, is extremely simple. 
It’s a six-part multi-colored form 
which is ample for Macomber’s 
needs. The third form is a stiff, 
paperboard traveling requisition. 
Front and reverse sides of the 
card are exactly the same and 
provide a two-year history of us- 
age and price trends. This data is 
used to determine when and how 
much to order to get the best 
break on price and transportation. 

Names and addresses of six 
qualified vendors are listed on the 
card. The vendors are numbered, 
and the numbers are used to 
show at a glance how much busi- 
ness each supplier has been 
getting. 


ADDRESS 


Traveling requisition used by Ma- 
comber, Inc. is printed on card 
stock. Both sides of the form are 
the same. The data on the travel- 
ing requisition gives Purchasing 
Agent McGregor a two-year history 
of usage and price trends. 
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Purchase order carries the requisition 
number. As a result, when the requi- 
sitioner gets his copy of the p.o., he 
knows both that the order has been 
placed and exactly what the order 
is for. The p.o. is a six-part, multi- 
colored form. 











HIPLTO 





Requisition forms for one-time pur- 
chases are pre-numbered for easy 
identification and follow-up by the 
using department. Note the special 
instructions to users at the top of the 
form. 





> PURCHASING DEPT. 
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How Much Should You Pay 


P.A.’s know that putting a price on an order is no 


guarantee against an increase. Here are some legal hints 


that can help the buyer control the price he must pay. 


Purcuasine AGENTS fre- 
quently worry about the price to 
be paid for materials—even after 
placing a formal order at speci- 
fied prices. Perhaps, tucked away 
in the suppliers’ acknowledgment 
in fine print is a provision reading 
“this order will be invoiced at 
prices prevailing at time of ship- 
ment.” Perhaps the vendor’s pro- 
posal or acknowledgment con- 
tains an escalator clause under 
which the buyer may be required 
to pay more than he intended for 
certain parts or labor. Again, the 
purchasing agent, for lack of time, 
may have been forced to place 
an order without a price. How 
much can the supplier legally 
charge in each case? 

His company’s sales and pro- 
duction departments look to the 
purchasing agent for definite, re- 
liable price information. Products 
and services are priced in accord- 
ance with information he sup- 
plies. He cannot afford to be in- 
accurate or uncertain. 


What Risks Can P.A. Take? 


What, then, can the purchasing 
agent do to give the greatest price 
protection to his company? What 
risks can he safely take in the 
matter of “open price” orders? 
Certain principles of law, proper- 
ly understood and applied, may 
assist the buyer in meeting these 
problems. 

Buyers will agree that the 
simplest approach to the price 
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By Lyle E. Treadway 


problem is to negotiate a firm 
figure before placing the formal 
order, with a definite and uncon- 
ditional price set forth in both 
the order and the acknowledg- 
ment. This simple contractual 
procedure is repeated many times 
a day in most purchasing depart- 
ments. If specifications are clearly 
stated, or established by the cus- 
tom and practice of the industry 
involved, the rights and obliga- 
tions of the buyer and seller are 
clear. 

If the price stated on the order 
and the invoice agree, it is legally 
difficult for either the buyer or 
the seller to plead that an error 
has been made. Under general 
principles of law, if a mistake is 
made by either party, the stated 
price will still be binding unless 
it can be shown that the other 
party knew or had clear reason 
to know that a mistake had been 
made. 

If, for example, a purchasing 
department typist lists the price 
of paint at $65.00 per gallon, when 
it should be $6.50, the seller prob- 
ably cannot enforce at Jaw an in- 
voice priced at the higher figure. 
This would be a mistake of such 
nature and magnitude that knowl- 
edge of a mistake could be im- 
puted to the seller. The law will 


A graduate lawyer, Mr. Treadway is 
purchasing agent for the Federal Glass 
Co. and a former vice president of the 
National Association of Purchasing 
Agents. 


not permit either party to take 
unconscionable advantage of an 
obvious mistake. But the courts 
offer no redress to the buyer who 
simply made a bad bargain and 
who, on reflection, thinks the 
agreed price unreasonable or un- 
founded. 


Court Rules for P.A. 


As stated in the opinion of a 
California court, “Where goods 
are billed at a stated price and 
are received and retained by the 
buyer without (timely) objection 
to the quantity, quality or price, 
the seller’s charge must be paid 
and the buyer cannot say that the 
agreed price was in excess of the 
reasonable value, likewise the 
seller cannot increase his charge 
by maintaining he did not ask 
enough.” 

This principle often has impor- 
tant practical application in pro- 
fessional purchasing. Recently, 
an industrial purchasing agent 
placed an order for reconditioning 
and painting several semi-trailers. 
The written order stated a defi- 
nite price based on the lowest of 
several firm bids. After complet- 
ing the work, but before render- 
ing the invoice, the supplier in- 
formed the purchasing agent that, 
by mistake, he had omitted paint- 
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ing labor costs in calculating his 
bid. The supplier offered to re- 
view his cost sheets with the 
P.A., but insisted that his price 
should be increased by the 
amount of the labor charges. 

On discussion, it appeared that 
the supplier’s bid was only slight- 
ly below that of the next lowest 
quotation. There was nothing that 
would put the buyer on notice 
that a mistake had been made. 

Under these circumstances the 
P.A. was not obligated to pay any 
prices other than the agreed fig- 
ure, regardless of the supplier’s 
mistake. It might have been 
otherwise if the accepted bid were 
so far below others as to indicate 
strongly the probability of an 
error. A minor difference in the 
bid would not suffice to put the 
buyer on notice and thus relieve 
the seller. 


Check for Excessive Charges 


As elementary but important 
protection, buyers should check 
supplier's acknowledgments 
from a legal as well as a practical 
standpoint. Obviously, it should 
be determined that the prices 
agree with those of the purchase 
order. But it is also important to 
check the acknowledgment for 
escalator clauses or other terms 
and conditions which would per- 





mit the supplier to increase the 
price before the time of ship- 
ment. 

If the buyer wants to insist 
upon the stated price without 
subsequent escalation, he should 
make objection when the ac- 
knowledgment is received. If he 
does not do so, he runs the risk 
of being bound by increased 
prices, especially if he accepts 
shipment and fails to object until 
after the supplier's invoice is re- 
ceived. 

For various reasons, industrial 
buyers sometimes issue unpriced 
purchase orders. This practice is 
probably most common with re- 
spect to repair parts or other 
maintenance items which do not 
represent a major commitment, 
and which are required with a 
minimum of delay. In the case of 
minor items, where time is im- 
portant, the cost of long distance 
calls to determine the price in ad- 
vance may not be justified. In the 
case of emergency needs, the 
buyer may not be able to wait 
for the supplier to determine the 
price of a special item. 

How much risk does the buyer 
take in issuing an order without 
price? Can the supplier charge 
any price he wishes and, if not, 
what are the legal limits of the 
buyer’s liability? 


YOU'LL HAVE To! 
YOU AGREED THAT 
| COULD DETERMINE 
THE PRICE. 














“Buyer and seller may leave the price to be fixed by one party under certain 
circumstances. The price so determined will be upheld if the seller or buyer 
acts in good faith and his interest was known in advance.” 
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From a practical standpoint, 
the prudent P.A. relies on the 
careful selection of suppliers as 
the ' greatest protection 
excessive charges. Confidence 
founded on a satisfactory 
tinuity of relationship can do 
much to assure the buyer that a 
supplier’s invoices will stand in- 
vestigation and comparison, even 
though purchase orders carried 
no prices. 


against 


con- 


lf Buyer and Seller Disagree 


From a legal standpoint, when 
the buyer and seller do not agree 
in advance on the price to be 
paid, the question is determined, 
in most states, by statute. The 
Uniform Sales Act, effective in 
approximately 30 states, provides 
that: 

“The price may be fixed by 

the contract or left to be fixed 

in an agreed manner, or it 
may be determined by the 
course of dealing between the 
parties. . Where left un- 
determined and within 
the above provisions, the 
buyer must pay a reasonable 
price, the amount thereof de- 
pending upon the 
each case.” 

In recent years a new uniform 
sales law has been proposed. It 
modernizes many features of the 
older statute and is known as the 
Uniform Commercial Code. This 
new uniform statute was first 
adopted in Pennsylvania and Mas- 
sachusetts and will undoubtedly 
gain wide acceptance during the 
next several years. 


not 


facts in 


Code Sets Reasonable Price 


The Commercial Code provides 
that the price will be a “reason- 
able price” if the parties fail to 
agree, or if the price is to be 
fixed in terms of some agreed 
market or other standard. It spe- 
cificially provides that “the parties 
if they so intend can conclude a 
contract for sale even though the 
price is not settled.” 

Most purchasing agents would 
undoubtedly agree that in the 
matter of prices, the Uniform 
Commercial Code is in line with 
present business practices. Many 
orders are placed on which the 
price is not determined at the 
time of ordering, and it would be 
unrealistic to say that such orders 
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do not give rise to legal obliga- 
tions. 

Many of the older cases refused 
any legal remedy to the parties if 
the price was left to be agreed 
upon at a later date—unless the 
buyer had actually taken delivery. 
If the buyer had accepted ship- 
ment, then he was bound to pay 
a reasonable price. Otherwise, 
the courts held that the contract 
was too indefinite. The new Uni- 
form Code remedies this situation. 

What, then, is the “reasonable 
price” which must be paid on 
open price orders? Many decisions 
have established the rule that, 
generally, a “reasonable price” is 
the market price for the quality 
and quantity of material delivered 
at the time and place of delivery. 
This is relatively easy for com- 
modities on which there is an 
established or quoted market, but 
purchasing agents buy many 
things for which there is no gen- 
eral market. In fact, some items 
not priced in advance may be 
niade by only one supplier or may 
be produced only for the buyer. 
In situations of this type, deter- 
mination of a “reasonable price” 
may require a showing of costs 
by the supplier with the addition 
of a reasonable or customary 
mark-up or profit. 

Even in the case of materials 
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“The simplest approach to the price problem is to negotiate a firm figure before 
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for which a market price can be 
shown, the courts have not al- 
ways fixed the price at the market 
figure on the particular day of 
delivery. There may be special 
circumstances under which the 
market is unusually inflated or 
depressed on a particular day, and 
in these cases the courts have not 
permitted the seller or the buyer 
to take unfair advantage of such 
unusual situations, but have de- 
termined a price based on a more 
normal market. 


Know Seller's Price 


When a purchasing agent places 
an unpriced order for an item 
stocked or listed by the supplier 
he undoubtedly expects to pay the 
usual or list price. Legal author- 
ities would bear out his conclu- 
sion in this regard. Numerous 
cases have held that the stand- 
ard or prevailing price charged by 
a seller for a particular item will 
be regarded as the “reasonable 
where there was no ad- 
vance agreement on price. The 
supplier, therefore, cannot legally 
demand a higher price than his 
usual or customary price, nor can 
the buyer demand a lower price, 
even though he is convinced that 
the seller’s prevailing price is un- 
reasonable. 

Open price orders therefore do 


price” 


YOU FORGOTABOUT sg 
THE ESCALATOR CLAUSE. 
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placing the formal order, with a definite and unconditional price set forth in 
both the order and the acknowledgment.” 
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not give the supplier a “blank 
check” to charge any price he 
chooses. In many instances the 
buyer can safely release orders 
without prices—if he has good 
means of checking the usual or 
market price. But the P.A. should 
remember that if he is not fa- 
miliar with the seller’s going price 
for the item, he may be bound 
to pay a price which in his own 
judgment is excessive. In buying 
repair parts for special machinery, 
for example, many industrial pur- 
chasing agents have learned to 
their regret that the seller’s “usu- 
al” prices should be investigated 
before placing an open price or- 
der. 

Buyer and seller may validly 
agree that the price of goods wiil 
depend upon some future event 
or upon the future market price. 
The event, however, must have an 
actual bearing on the value of the 
materials. In a famous English 
case, the future price of goods was 
made dependent on the election 
of a particular political candidate. 
This was declared to be no more 
than a wager or bet and was not 
a valid basis for determining price. 

In an early American case, the 
price for a horse was set at $400.00 
if the animal could run faster than 
two other certain horses; If it 
could not, the price was to be 
only $1.00. The decision in this 
case bore out the rule that dif- 
ference in price based on future 
events must be reasonable dif- 
ference reflecting actual variations 
in value. Again, this agreement 
was essentially a wager. 


One Party Can Fix Price 

In general, however, the law 
gives much latitude to buyers and 
sellers in fixing future prices. 
Courts, for example, have upheld 
purchase agreements in which 
prices were fixed by: 

@ Price of cotton seed to be 
the same as “paid by other 
mills in this vicinity.” 

@ “Lowest jobbing prices.” 

@ “35 cents less than St. Louis 
market on day of delivery.” 

A recent California decision up- 

held a contract in which it was 
agreed that the buyer would fix 
the price on the basis of his own 
selling price for sugar beets. The 


evidence indicated that this was 
(Please turn to page 92) 
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Lateral movement. Mis- 
A-X tubing is specially designed to 


Expansion and contraction. 
aligned outlets. 
handle tough problems in large piping us¢ d to convey 
liquids or gases. 

A-X* 
and other metals and alloys 


Stainless Steel, 


‘1.D. to 14” L.D. 


Bronze 
-trom 4! 
—complete with end fittings. 
Bulletin A-X 97 gives complete details. Call your 
Anaconda Metal Hose representative for a copy—or for 


tubing is available in 
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the services of an Anaconda specialist to help you in 
the design of a special connector to meet your needs. 


Or mail the handy coupon below. 


ANACOND 
METAL HOSE 
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Anaconda Metal Hose 
P.O. Box 791, 
Waterbury 20, Conn. 
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For More Facts Write No. 179 on Information Card—Last Page 


Products and 


Battery-Powered Sweeper 
Is Dustless, Thorough 


A line of battery-powered floor- 
sweepers offers answers to all 
floor sweeping problems. Con- 
stantly rotating side brush per- 
mits sweeping along walls, around 
boxes and other obstacles. Dust- 
less sweeping principle offers 
complete control of fine dust while 
heavier debris is swept into large 
steel hamper. Gasoline-powered 
sweepers are also available. Lam- 
bert, Inc., 519 Hunter Ave., Day- 
ton 4, Ohio. 


Write No. 1 on Information Card—Last Page 


Impact Door Has Unique 
Full-Length Rubber Hinge 


An easily installed impact door 
that combines all the assets of a 
rigid rubber door with a flexible 
curtain absorbs rather than re- 
sists impact by fork trucks. Full- 
length flexible rubber hinge as- 
sures unfailing return to normal 
closure after each opening. Door 
has core of warp-resistant %8 in. 
marine plywood covered by per- 
manently bonded % in. line-rub- 
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ber coating at the bottom half and 
'g in. at top. Leading edge protec- 
tion is assured by 38 in. rubber 
coating. Clark Door Co., Inc., 515 
Hunterdon St., Newark 8, N.J. 

Write No. 2 on Information Card—Last Page 


Vacuum Lifting Unit 
Stresses Safety 


A vacuum lifting unit features 
a combination of safety features. 
Rigid safety handle with control 
keeps operator always away from 
load. Indicator lights assure op- 
erator that unit is ready for safe 
lift. Safety tank holds load in case 
of power failure. Model VL-IML 
is rated at 1340 Ibs. and will lift 
stone, aluminum, steel or con- 
crete slabs. Filter removes dirt 
from system. Airlock Mfg. Co., 421 
N. 20th St., Bessemer, Alabama. 
Write No. 3 on Information Card—Last Page 


Heavy Duty Cap Screws 
Include Large Sizes 


An extra heavy duty line of 
high tensile strength cap screws 
includes sizes believed to be the 
largest ever made part of a 
line. Screws come in 
diameters from 9/16 in. up to 
3 1/2 in. and lengths from 6 in. 
up to 30 in. Purpose is to elimi- 
nate need for custom manufac- 
ture of cap screws in large sizes. 
Tensile strength is 2-1/2 times 
that of ordinary screw, with mini- 
mum 160,000 Ibs psi. Exclusive 
corrosion-resistant finish permits 
easy removal. Premier Industrial 
Corp., 4415 Euclid Ave., Cleve- 
land 3, Ohio. 

Write No. 4 on Information Card—Last Page 
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Salt Tablets Come in 
Expendable Container 


Impregnated, controlled-action 
salt tablets come in expendable 
plastic dispensers which lock out 
moisture and fumes even while 
tablet is being dispensed. Trans- 
parent plastic allows quick visual 
check on supplies. Dispensers are 
500 and 1000 tablet size and can 
be mounted on plant and office 
walls as well as on trucks and 
other field equipment. Medical 
Supply Co., Rockford, Il. 


Write No. 5 on Information Card—Last Page 


Dual Stapler Is 
Highly Adjustable 


A dual stapler unit which closes 
corrugated cartons top and bot- 
tom simultaneously features flexi- 
bility. Special arms accommodate 
extra long and extra high cartons, 
and machine has special adjust- 
ment on legs for wide variety of 
heights. Stapler is equipped with 
wheel casters and locks, and it 
can be moved about easily with- 
out interrupting production. In- 
ternational Staple & Machine Co., 
Herrin, Il. 


Write No. 6 on Information Card—Last Page 
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RBaW survey seeks out ways to economize 
with cold formed special parts 





as well as with standard fasteners 


Standard fasteners and many cold 
formed parts are closely related. 
They’re offspring of the same ma- 
chine. When called in to survey fas- 
tener usage, therefore, the RB&W 
Man can also ferret out those spe- 
cial parts which could be produced 
faster and for less money on RB&W’s 
cold headers or nut formers. 

The hand-held part above, for ex- 
ample, is a car trunk hinge spacer. 
Its cost was cut 50% when RB&W 
cold-formers took on the job of 


pounding them out at high speed, 


smoothly finished, and ready for 
installation. 

By buying such parts, instead of 
making them, you save in one or 
more ways, (1) There’s less machin- 


ing time—or none at all. (2) Assem- 
blies of several small pieces can be 
made as a unit—reducing assembly 
costs. (3) When shape of piece is 
such that you would have to machine 
excessively from relatively large 
diameter rod, you avoid heavy scrap 
loss. Sometimes cold forming be- 
comes the only way to economically 
produce a piece—as for example, 
the eccentric cam shown above. 

To get the most from your dollar 
in standard fasteners or specials, 
find out what the RB&W Fastener 
Specialist can do in cooperation with 
your engineers. Or write about your 
requirements in special parts direct- 
ly to Russell, Burdsall & Ward Bolt 
and NutCompany Port Chester, N.Y. 


117th year 


Plants at: Port Chester, N. Y Pa.; Rock 
Falls, lil.; Los Angeles, Sales office and ware- 
house at: Son Frar f. Sales offices at: 
Ardmore (Phila.), Pa.; Pittsburgh; Detroit; Chicago; 
Dallas. Sales agents at: Clevela Milwaukee; New 
Orleans; Denver; Fargo. Distributors coast to coast. 


For More Facts Write No. 180 on Information Card—Last Page 
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NEW AND UNUSUAL APPLICATIONS OF BASSICK CASTERS THAT MIGHT BE ADAPTED TO YOUR HANDLING PROBLEMS 
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CASTERS HELP FEED ROBOTS 
in 1 first fully eatounntod U.S. Post ee 





The latest, most advanced mail-handling 
devices in the U. S. are at the new “auto- 
matic” Post Office in Providence, R.I. 

But hard-working Postal employees 
still have to move mountains of mail to 
the machines—and deliver it after proc- 
essing. And that’s where Bassick casters 
come in. 

Mail sacks move quickly and easily 
through the Providence Post Office on 


es 
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Blind Spot in History 


Before Columbus, wheels—so important 
to modern life — were known only as 
toys, like this Aztec plaything, to the 
Indians of America. It was a thousand 
years after this toy was made before 
these early Americans used the “wheel” 
for practical purposes. 
this Towveyor...on reliable Bassick 
“S99” swivel and “S98” rigid casters. 
These heavy-duty casters are built to 
take the abuse of power-pulled applica- 
tions at all Towveyor speeds. They come 
in 3”, 5’, 6’, 8”, and 10” sizes with a 
broad selection of wheel types. Strong, 
extra-heavy-gauge steel. Ideal for dol- 
lies, assembly fixtures, and warehouse 
trucks as well as draglines. 





SMOOTH ROLLING ROTOGRAVURE 


One of the world’s largest printing com- 
panies uses these special dollies to trans- 
port rotogravure cylinders safely to the 
presses. Featured here are Bassick 
“Floating Hub” casters—the casters with 
built-in shock absorbers. “Floating 
Hubs” eliminate bounce and caster 
shimmy, and aid in “climbing” over 
minor floor obstacles. They’re ideal for 
handling a wide variety of delicate 
equipment and fragile products. 


BASSICKS HELP 
BEAT THE HEAT HERE 


This mobile beverage cooler and dis- 
penser goes where it’s needed on easy 
rolling, easy swiveling Bassick casters. 

The Bassick “Qualecon” casters used 
here feature maximum caster quality at 
minimum cost. Recommended for hun- 
dreds of other medium-duty applica- 
tions, too. 








CAUGHT IN A “PROFIT-SQUEEZE”? 


Switch to Bassick casters and cut a big 
slice out of materials-handling costs— 
said to amount to 30% in the average 
manufacturing plant. 

You'll save on decreased mainte- 
nance for casters, equipment and 
floors. What’s more, Bassick casters 
roll and swivel so easily they make a 
real hit with operating personnel. 


THE MAN TO SEE 


.. is your distributor who carries Bassick casters. He has a wide range of 
caster sizes and types in stock for fast delivery. He can help you select the 
right caster for your job. 1.42 














THE 

BASSICK COMPANY 
BRIDGEPORT 5, CONN. 
IN CANADA: 
BELLEVILLE, ONT. 


assickK 


A DIVISION OF 


STEWART-WARNER CORPORATION 
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Slotted Angle 
Has Many Uses 


What is called the most com- 
plete line of slotted angles on the 
market is available in six sizes, 
ranging from 1% x 1% x 14 gauge 
to 3 x 1% x 12 gauge, 10 ft. or 12 
ft. long. With wide selection of 
sizes, “Angle-Strut” can meet any 
load requirement, is 100% ad- 
justable and is inexpensive to in- 
stall. It is especially designed for 
pallet racks and heavy duty shelv- 
ing, for temporary or permanent 
installations, but also serves to 
make carts, work benches, jigs, 
etc., as well as building struc- 
tures. Tube-Strut Corp., 4560 
Sperry St., Los Angeles, 39, Calif. 
Write No. 7 on Information Card—Last Page 


Carton Sealing Tape 


Grips Hard, Quickly 


A carton sealing tape with a 
quick grip permits extra speed in 
packaging and packing. Tape’s 
pressure-sensitive adhesive has a 
strong affinity for the cellulose 
fibers in shipping cartons. Result 
is exceptionally high tack and 
high holding power. Designed to 
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meet government specifications 

for overseas shipment, tape has 

strong paper backing reinforced 

with rope fibers that provide high 

tensile strength under both wet 
dry conditions. Industrial 
Mystik Adhesive Products, 
2635 N. Kildare Ave., Chi- 
39, Tl. 

Write No. 8 on Information Card—Last Page 


Flat Wire for Strapping 
Cuts Material Costs 


A flat galvanized wire can re- 
place steel strapping in a variety 
of packaging and materials han- 
dling applications. Compared with 
regular %4 in. steel flat band 
strapping, product is reported to 
save up to 30° in material costs. 
Tensile strength per foot is equal, 
at much lighter weight. Excep- 
tional strength of joint eliminates 
need for seals. Design combines 
advantages of flat band with flex- 
ibility of wire, and smooth rounded 
edges make it safe and easy to 
handle. Ribbostrap, Strapping Ma- 
terials Co., 2816 W. Dickens St., 
Chicago 47, Ill. 

Write No. 9 on Information Card—Last Page 
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Strong, Modern, Dependable 


to meet your 
requirements for... 


PH 
STAINLESS 
STEELS - 


Republic—world’s largest 
producer of stainless and 
alloy steels—offers four types 
of precipitation hardenable 
stainless steels. Ask your 
representative for data on 
Republic PH 15-7 MO*, 17-4 
PH*, 17-7 PH*, and A-286. 


Licensed under Pat. Nos. 2482096, 
2505763 and Trade Mark of Licensor. 


, ‘ ; ae ae | 
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WESTINGHOUSE “LIFEGUARD” MERCURY LAMPS DELIVER 25% 
MORE LIGHT...AT LOWEST PRICES EVER! 


FOR INDUSTRIAL, STREET, PARKING LOT LIGHTING — Westing- 
house ‘‘Lifeguard’’ Mercury Lamps give you up 5% more 
light throughout their long life. Even after 12 hours or 3 
years of service, you can expect almost the same light level as 
when the lamps were new! The reason V 
house electrode design which virtually eliminates | 
light-robbing of the arc tube. 


e Westing- 
ackening 


SAVE ON RELAMPING LABOR COST, TOO! “‘Lifeguard’’ lamps 
have the highest life rating of any lamps you can buy. In addi- 
tion, they stand up in all kinds of unusually severe lighting 
conditions. Their special ‘‘Weather Duty’ bulb construction is 
unaffected by rain, snow, corrosive gases or thermal shock! 
“Lifeguard”’ lamps are available in 100 to 1000 watt sizes, and 
are interchangeable with other types of the same wattage. 


GET WESTINGHOUSE “LIFEGUARD” MERCURY LAMPS, NOW AT 
LOWEST PRICES EVER! And take advantage of the Westing- 
house Lighting Cost Reduction Plan to cut costs by one or more 
of the following factors: 

1. Reduced cost of lamp purchases 

2. Reduced lamp replacement labor costs 

3. Increased lighting level at lowest prices ever 

4. More efficient use of power 


For more information, contact your authorized Westinghouse 
Lamp agent or nearest Westinghouse sales office. You can be 
sure... if it’s Westinghouse. 


Westinghouse 


Westinghouse Lamp Division, westinghouse Electric Corporation, Bloomfield, New Jersey 
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Work Planning System 
Never Becomes Obsolete 


A work planning system elimi- 
nates the obsolescence problem 
and keeps work facilities on cur- 
rent basis. Pedestals and bases 
can be custom-styled in an unlim- 
ited number of combinations in- 
cluding doors, drawers, shelves 
and sides, and converted to new 
combinations or uses at any time 
with only a screw driver. Care- 
fully planned modular design per- 
mits establishment of work sta- 
tion to suit any need in office, 
laboratory or shop. Sturdilite 
Products, Inc., 919 N. Michigan 
Ave., Chicago 11, Il. 

Write No. 10 on Information Card—Last Page 


Bag Printer Assures 
Clear, Uniform Printing 


An automatic bag printer as- 
sures clear, uniform printing of 
product specifications or codes 
above the sewing line of multi- 
wall paper bags. Printer is mount- 
ed on sewing pedestal and im- 
prints bag as it is being sewn 
closed. Use of special ink roll 
eliminates fluid inks, solvents, 
reservoirs, transfer rolls, etc. Posi- 
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tive control assures clear printing 
in black, red, green, or violet, in 
same location on each bag. Bemis 
Bro. Bag Co., 305-27th Ave., N.E.. 
Minneapolis 18, Minn. 

Write No. 11 on Information Card—Last Page 


Epoxy-Glass Tubes 
Have High Burst Strength 


A recently developed glass fila- 
ment wound epoxy tubing pro- 
vides industry with a tubing ma- 
terial whose burst strength prop- 
erties exceed those of the familiar 
G-10 grades by about 3 to 1. Ap- 
plications include high-voltage 
fuse tubes, switchgear and other 
components requiring high burst 
strength. Tubing is available in 
circular and special cross-section 
shapes, and can be combined with 
vulcanized fibre tubes or metal 
inserts. Spaulding Fibre Co., Inc., 
310 Wheeler St., Tonawanda, N. Y. 
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Closed-Cell Elastomeric 
Offers Unique Properties 


An engineering material has 
been developed that offers excel- 
lent resistance to chemicals, acids 
and fuels, has high dielectric 


(Please turn to page 65) 
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Strong, Modern, Dependable 


to meet your 
requirements for... 


BRIGHT 

ANNEALED 

STAINLESS 
STEEL 


To give you brighter, better 
surfaces, Republic offers 
bright annealed stainless 
steel. You minimize or elimi- 
nate altogether the need for 
polishing. Bright annealed 
stainless steel is easily formed 
by standard production tech- 
niques and requires no exter- 
nal coating. Contact your 
nearest Republic representa- 
tive for complete information. 
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Imagineering that’s the bold new look at Screw & Bolt. 


M@ Screw & Bolt imagineering solves Purchasing Agents’ problems. Imagi- 
neering is that combination of planning, manufacturing know-how and the 
most modern facilities which puts the widest range of threaded fasteners 
right at your doorstep —in just one source J And imagineering means un- 
excelled quality and dependability of product—plus “on-time” delivery of 
what you want—when you want it—and where you want it! HJ When you 
think of threaded fasteners, think of imagineering! Call Screw & Bolt! 


VMA O301 


Aa =~ SCREW AND BOLT CORPORATION 


m THE NATION OF AMERICA - p.o. Box 1708, PITTSBURGH 30, PA. 


env ; 
\ Plants Pittsburgh, Pa. Gary, Ind Southington, Conn. Norristown, Pa e Warehouses: Portland, Ore Denver, Colo. Atlanta, Ga 


< fr as 
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< Imagineering... for greater fastener progress 
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strength and a broad temperature 
range. Sponge, molded from 
“Fluorel” 2141 Elastomer, com- 
pares in hardness to very soft 
rubber with about a 20 durometer 
(Shore A) rating, yet retains in- 
ert characteristics. Blown version 
has about one-fourth the density 
of solid elastomer. Possible areas 
of application include: gaskets, 
seals and plugs; vibration dampen- 
ing; insulation, etc. Sheets are 
now being produced up to ¥2 in 
thick and 9 in. sq. in variety of 
pastel colors. Other sheet sizes 
and simple molded shapes of 
higher and lower densities can 
be had, depending upon specifi- 
cations. Industrial Electronic Rub- 
ber Co., Solon, Ohio. 
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Can Labeler Ends 
Costly Bottlenecks 


An automatic paint can labeler 
that can handle up to 16 one-gal 
round cans a minute is nearly 
three times as fast as hand label- 
ing. In addition, unit assures ac- 
curate label registration, even 
around can ears. Designed to han- 
dle intermediate production at an 
optimum rate, machine is easily 
adjusted for different sizes and 
can affix spot, face or wrap-around 
labels on half-pints, pints, quarts 
and one-gal. cans with ears. Oper- 
ated by one man, it can be used 
for steel, tin, glass, plastic or fibre 
containers. Powered by % hp 
motor with variable speed control, 
unit is easily moved and requires 
only 16 x 30 in. of floor space. 
Labelette Co., 216 S. Jefferson 
St., Chicago 6, IL 
Write No. 14 on Information Card—Last Page 
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Labeler-Imprinter Ups 
Packaging Flexibility 


> 





An automatic labeler-imprinter- 
conveyor imprints and applies a 
wide range of pressure-sensitive 
labels at variable speeds. Im- 
electrically coupled 
to the labeler and automatically 
feeds printed labels as required at 
speeds up to 120 per minute. It 
handles labels from 158 in. x 
in. to 434 in x 4% in. and prints 
from type or rubber plates. Av- 
ery Label Co., 1616 S. California 
Ave., Monrovia, Calif. 

Write No. 15 on Information Card—Last Page 
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Soldering Tool Needs 
No Flame or Electricity 


0 


A soldering tool which heats 
itself by tiny cartridge located in 
the tip requires no flame, elec- 
tricity or external heat of any 
kind. Cartridge is activated by 
simply releasing spring rod in 
handle. Within seconds the tip 
heats up to 862 F., and is ready 
to use. Tool comes with inter- 
changeable tips in six sizes and 
‘an be used anywhere. Stand- 
ard Automation Products, 1738 
Ridgeway Rd., Havertown, Pa. 
Write No. 16 on Information Card—Last Page 





Strong, Modern, Dependable 


_to meet your 
requirements for... 


VACUUM- 
MELTED 
STAINLESS 
STEELS 


Republic Vacuum- Melted 
Metals are produced in up to 
20,000 pound heats. Vacuum- 
melted stainless—in billets, 
bars, sheet, strip, or wire— 
gives you improved properties 
with nonmetallic inclusions 
reduced in number and size. 
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WED gerd tt-Sa-t-iee that counts! 


Your V-R representative is a good man 
to know. Friendly and efficient, he’s 
eager to roll up his sleeves and work 
with your production team to reach the 
most practical solutions to their 
machining problems. He’s backed by 
the complete manufacturing facilities 
and engineering capabilities of 
Vascoloy-Ramet Corporation, a pioneer 
in the cutting tool industry. V-R 
is the single source for all three — 
carbide, ceramic and cast alloy cutting 
\ ‘tool materials — in all styles, 
sizes and grades. V-R is first 
~ yf choice in more and more plants. 
Make it your first choice, too, by call- 
ing your V-R representative today. 
VASCOLOY-RAMET CORPORATION, 
884 Market Street, Waukegan, IIl. 











Wh BE FIRST CHOICE of more and more plants 


A-847 
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Power Plane Gives 
One-Hand Control 


A lightweight power plane is 
designed to be held firmly in the 
palm of the hand to give solid 
one-hand control and complete 
mobility. Tool is fast, ideal for 
hard-to-get-at locations, and does 
wide variety of operations, in- 
cluding edge planing, beveling, 
rabbeting, and surface planing. 
Powered by 2% amp. 21,000 RPM 
motor, plane can take a 1/64 in. 
bite on each pass and can handle 
dressed stock up to two in., in- 
cluding all types of doors. Tool is 
7% in. long, 45 in. high. With 
optional carbide cutter, it can be 
used on toughest materials, in- 
cluding plastic laminates, ply- 
wood, composition materials, and 
aluminum. Porter-Cable Machine 
Co., Sub. of Rockwell Mfg. Co., 
Syracuse 1, N. Y. 

Write No. 17 on Information Card—Last Page 


Casts Babbitt Metal 
Liners in Seconds 


A high-speed production ma- 


chine makes possible the centrif- 
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ugal casting of babbitted metal in 
steel bushings in a matter of sec- 
onds. The method consists in de- 
positing babbitt bearing material 
within a steel tube while the tube 
is being heated, rotated and 
chilled. Automatically, a measured 
amount of babbitt shot is released 
from the hopper into tube. The 
heating cycle is contained for 17 
secs., after which rotation is con- 
tinued at about 1000 rpm. A 
water quench follows which sets 
and forms the bearing in place. 
Adaptors for various sizes of bear- 
ings are furnished, as well as 
simple automatic feeding device. 
Induction Heating Corp., Sub. of 
Hathaway Instruments, Inc., 187 
Wythe Ave., Brooklyn, N.Y. 

Write No. 18 on Information Card—Last Page 


Portable Unit Feeds, 
Drives Socket Screws 





A compact, portable machine 
offers the of fully 
automatic feeding 
and driving. Machine itself can 
be moved, and gun-type driver 
will automatically receive and 
drive screws at distances 25 ft 
and more from the machine. Key 
features are compactness (weight 
required bench 
area less than 13 x 21 in.); elimi- 
nation of moving parts in feeder 
hopper mechanism; safety; re- 
duced power consumption; and 
provision for fully automatic fixed 
cycle operation. High speed screw 
insertion up to 2000 production 
units per hour is assured. Single 
table-top model will handle any 
size standard hex or multiple- 
spline set screw from size +0 to 


advantages 


socket Screw 


under 115 Ibs., 


3g in. diameter, with changeover 
in minutes. The Bristol Co., 
Waterbury 20, Conn. 
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Strong, Modern, Dependable 


to meet your 
requirements for... 


TYPE 430 
ANTI-ROPING 
STAINLESS: 
STEEL 


With melting capacity far in 
excess of any other producer, 
Republic can meet the grow- 
ing demand for Type 430. 
Republic produces 45 stand- 
ard types of stainless steel. 
Key stainless finishing facili- 
ties are used only for the 
production of stainless steel. 
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Dayton Industrial Products Co. Div. Melrose Park, Illinois 
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Special Wrenches 
Produced at Low Cost 


\ VO 


Almost any type of open end 
or box wrench, spanners and oth- 
er special wrenches can now be 
had in limited quantities with 
minimum tooling cost. Method 
which produces blanking dies at 
a cost less than forgings or cast- 
ings can be wed with almost any 
steel alloy, with or without heat 
treating. Wrenches up to 22 in 
long and to % in. thick can be 
produced to very close tolerances, 
burr-free and with rounded edges. 
Dayton Rogers Mfg. Co., Minne- 
apolis 7, Mirmm. 

Write No. 20 on Information Card—Last Page 


Torches Operate on 
Natural Gas or Propane 


A new line of cutting torches 
operates with equal efficiency on 
either natural gas supplied at 
city line pressures or on propane 
at cylinder pressures. Tips in a 
wide range are available for extra- 
fast pre-heat for scrap yard and 
demolition work and for preci- 
sion cutting, gouging, rivet wash- 
ing, rivet cutting, and heating. 
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Torches are designed to operate 


at any pressure from 3 oz. up. 


Harris Calorific Co., 5501 Cass 
Ave., Cleveland 2, Ohio. 
Write No. 21 on Information Card—Last Page 


Voltmeter Features 
Accuracy and Economy 
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Me: 


A digital d-c voltmeter meas- 
ures positive or 
knowns between 100 microvolts 
and 1000 volts. Unit provides use- 


negative un- 


ful accuracy of five-digit voltmeter 
while retaining the stability, re- 
liability and price advantages of 
four-digit instrumentation. Special 
features include: 100% over-rang- 
ing above standard 4-digit in- 
struments; single-plane wide-an- 
gle readout; constant calibration 
against internal standard cell. 
Kin-Tel Div., Cohu Electronics, 
Inc., 5725 Kearny Villa Rd., Box 
623, San Diego 12, Calif. 
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Spray-on Vinyl Speeds 
Finishing, Cuts Cost 


Multi-color, spray-on vinyl fin- 
ishes are suitable for a wide va- 
riety of consumer, architectural 
and industrial products. In two- 

(Please turn to page 71) 





Strong, Modern, Dependable 


to meet your 
requirements for... 


STAINLESS 
STEEL 
METALLURGICAL 
SERVICE 


Republic’s “3-D” Metallur- 
gical Service—available direct 
or through your Republic 
distributor—helps you select 
and apply stainless steel. 
Field, mill, and laboratory 
metallurgists will investigate 
your application...then rec- 
ommend the most economical 
stainless steel capable of 
meeting requirements. 
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Skil ball-bearing drills at these prices? 


At only $32.50, the New Skil Model 70 
(top) stretches your dollars further than 
any industrial 14-incher you can buy! 
Yet it’s every inch a quality Skil tool, 
with ball-bearingconstruction; powerful 
2.5 amp motor; precision helical gears; 
tough, lightweight aluminum housing. 
New Skil Model 76 (bottom) is today’s 
answer for buyers who want a broad- 
shouldered, 34-inch drill—low in price 


($42.50)—but high in quality. Has ball 
bearing construction, lightweight 
aluminum housing. Auxiliary side 
ha gives better control, extra lever- 
age when using hole saws and large bits. 
See your Skil distributor for a demon- 
stration. Look under “Tools-Electric”’ 
in the Yellow Pages. Or write: Skil 
Corporation, Dept.125 G,5033 Elston 
Avenue, Chicago 30, Illinois. 


»»- and SKILSAW POWER TOOLS 
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Drill holes up to 1%” dia. with Models 
70 & 76 and fast cutting Skil Hole Saws. 
Other hole saws up to 31%” dia. available. 
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step system, decorative vinyl] fin- 
ishes in unlimited color and with 
controllable texture can be ap- 
plied to either phosphated steel or 
aluminum by conventional or elec- 
trostatic spray techniques. System 
permits application after fabrica- 
tion, simplifying fabrication prob- 
lems and reducing costs. Normal 
bake schedule calls for five min- 
utes at 200-250 F., followed by 
fifteen minutes at 300-325 F. Coat- 
ings Div., Metal & Thermit Corp., 
Rahway, N. J. 
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Buckskin Welder’s Glove 


Gives Wear and ‘“‘Feel”’ 


A recently introduced welder’s 
glove is made entirely of genuine 
buckskin. Soft, supple leather is 
light in weight to give welder the 
“feel” he needs, but bulky enough 
to insulate and give heavy duty 
service. One-piece back is fea- 
tured, eliminating seams that 
shorten glove life. Buckskin line 
includes gloves, mittens and a 
driver’s type glove which is rec- 
ommended for lighter welding op- 
erations and general work. Singer 
Glove Mfg. Co., 860 W. Weed 
St., Chicago 22, Ill. 
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Brush-On Coating 
Cuts Slipping Danger 


A non-slip, brush-on coating 
originally developed tor wet, slip- 
pery ship decks reduces the haz- 
ards of cat walks on pipelines and 
factory structures, stairs, shower 
stall floors, etc. Finish is applied 
with brush and comes in two 
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formulas. First type produces sur- 
face rougher than paint with good 
non-slip properties. Second type 
includes an abrasive for added 
security. Both types are available 
in white and colors. Akron Paint 
& Varnish Co., Ind. Finishes Div., 
13980 Firestone Pkwy., Akron, 
Ohio. 
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Vacuum Line Features 
“Customized Design” 


A low-cost cleaner 
line features “customized design” 
to permit matching of power unit, 


tank, etc., to meet exact require- 


vacuum 


ments for almost any job requir- 
ing dry vacuuming and wet pick 
up. All models have suds sup- 
pressor said to be 100% effective 
against high-foaming detergents. 
Motor head assembly may be at- 
tached or removed in seconds. For 
wet work, integral water shut- 
off assembly is provided: 7, 9, and 
12 gal. tank sizes are offered. The 
Kent Co., Inc., Rome, N.Y. 
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“Not selling a thing . . . thought I’d 
just waste a little of your time!” 





Strong, 
Modern, 
Dependable 


to meet your requirements for... 


DISTRIBUTORS FROM 


COAST 10 COAST 


WEW ENGLAND STATES SOUTH ATLANTIC STATES 

Bruce and Cook, Inc Eagie Roofing and Art Metal 

cticut Works, In 
Stamford, Connecticu sean P 

Edgcomb Stee! of New England, In 

Milford, Connecticut 

Boston, Massachusett 

Nashua, New Hampshwre 

Slatersville, Rhode Isiand 

Bennington, Vermont 
Hawkridge Brothers Company 

Boston 10, Massachusetts 


MIDDLE ATLANTIC STATES 
Abarry Steel Company 
Perth Amboy, New Jersey 
Atlas Steel Supply Company 
Morris Plains, New Jersey 
Benedict Miller, Inc 
Lyndhurst, New Jersey 
Fisher Bros. Stee! Corp 


e 3, Maryland 
Englewood, New Jersey 4 


tee! Company 

International Corporation tte North Carolina 
Hillside, New Jersey rt and Meta 

Miller Steel Company, Inc e 5, Virgima 


ey in sap EAST SOUTH CENTRAL STATES 
Atlas Supply Company, Inc tlantic Steel Company 
Bronx 58, New York 
Beals, McCarthy and Rogers, inc 
Buffalo 5, New York 
Brace-Mueller- Huntley, Inc 
Buffalo, New York 
Rochester, New York 
Syracuse, New York 
Ernst tron Works 
Buffalo, New York 
Follansbee Metals Corp. of New Y 
Rochester, New York 
Hamsiley, inc 
Brooklyn 32, New York 
K. & S. Metal Supply, Inc 
Long Island City, New York 
Metal Purchasing Company 
New York 1, New York 
Schwarz and Cohn, Inc $s 
singinedaneeesn WEST SOUTH CENTRAL STATES 
Hammond Sheet Metal Company 
th. Arkansa’ 


Hill-Chase and Company, Inc 
Philadelphia 34, Pennsylvania 
Potts Farrington Company 
Philadelphia 29, Pennsylvania 
Horace T. Potts Company 
Philadelphia 34, Pennsylvania 
The Warren Company 
Ene, Pennsylvama ; 
n 1, Texas 
Williams and Company, Inc 
Pittsburgh 33, Pennsylvania MOUNTAIN STATES 
ee cea 
EAST WORTH CENTRAL STATES Phoenis. A 
Chicago Steel Service Compan r caaaiies i 
Chicago 32, liinois 
Hubbell Metals inc 
Indianapolis 2, Indiana 


Hazel Park, Michigan 
The Oh 0 Meta & Manufa ‘ 
n 2. Ohio 


Dayton 2 


e 4, Ohio 
Cincinnati: 29, Ohio 


Columbus 8, Ohio 


WEST NORTH CENTRAL STATES 
Hammond Sheet Metal Compan 
St. Louis 5, Missouri 


E. M. Jorgensen Co 
Wichita, Kansas 


REPUBLIC Stainless Steel 


REPUBLIC STEEL + CLEVELAND 1, OHIO 





Equipment and Supplies 





Executive refrigerator was in- 
troduced recently by Morphy- 
Richards, Inc., 232 S. Van Brunt 
Street, Englewood, N. J. It is 
constructed of walnut woods and 
features storage and_ serving 
space in addition to a 1.6 cubic 
foot refrigeration capacity. The 
new refrigerator for the office 
has a thermostat control and is 
adaptable to ac or de current. It 
also can operate on any voltage 
from 6 to 220. 
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A cellophane tape dispenser 
was recently introduced by Seal- 
O-Matic Dispenser Corp., 169 
Murray St., Newark, N. J. The 
new unit will handle tape widths 
of %4” up to 2”. It is designed 
with a handle stop which will 
control the length of each strip 
of tape. 
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New line of office furniture has 
been announced by Remington 
Rand Systems, division of Sperry 
Rand Corp., 122 East 42nd Street, 


72 


New York 17, N. Y. It features 
double and single pedestal desks, 
auxiliary tables, sliding door cre- 
denza units and file cabinets. 
Center drawers have been elimi- 
naved from the desks, with pedes- 
tals placed to give more knee 
space. 
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Development and introduction 
of a new series of shelf files was 
recently announced by Visi-Shelf 
File, Inc., 105 Chambers St., New 
York. The new units are available 
in two widths, 30” or 36” and 
have openings from 7” to 10”. All 
files include such accessories as 
face-mounted reference shelves, 
guide pulls, individual locks, and 
tilting, finger-tip compressors. 
Write No. 30 on Information Card—Last Page 


New item being marketed by 
Postamatic, 1549 Belfield Ave., 
Philadelphia 41, Penna., is called 
the “Pocket Post Office.” The 
wallet-size pigskin case includes 
stamp case, pencil, postage rate 
sheet, and a postal scale. 
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Steel construction and canti- 
levered arms are two of the fea- 
tures of the new line of chairs 
for executive or general offices 
introduced by Harter Corpora- 
tion, Sturgis, Mich. Side chairs 
have either tubular legs or an 
aluminum pedestal base with 
glides. Seat and back cushions 
are molded foam rubber. In addi- 
tion to executive swivels and side 
chairs, there are also matching 
executive posture and stenogra- 
phic models. 
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Fluid system for spirit dupli- 
cators will feed directly from the 
original container eliminating 
tank refilling. A signal indicates 
when it is time to reload—a gal- 
lon at a time. The screw-off tube 
cap comes off the old container, 
goes on the new, and feeds auto- 
matically as the drum revolves. 
The new fluid system is a product 
of Ditto, Inc., Chicago, Ill. Con- 
version kits can be purchased for 
certain models which do not have 
the new “no pour” system. 
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THE MAN WHO SELLS FOR YOUR COMPANY .... deserves all the help he can 
get. With it, his job becomes more useful, more productive, more profitable to the company. One 
way to back him up on the home office front is to achieve excellence in everyday business-to-business 
communications. Letterheads, envelopes, invoices, purchase orders, etc. printed on PLOVER BonD are 
visibly better — help your salesmen, help your company. 

THE MAN WHO BUYS FOR YOUR COMPANY ... has the opportunity to improve 
the appearance of the firm’s corporate image. PLOVER BonpD, the visibly better letterhead paper, is 
the perfect backdrop for all business communications regardless of function. White, bright, strong 
PLOVER Bonb is rigidly controlled to top quality standards. Selected raw materials combined with 
the purest papermaking water in the world make PLOVER BOND the value buy in fine paper. 


PAPER COMPANY, STEVENS POINT, WISCONSIN 


el 
WHITING- 
BOND 
better papers are made with cotton fiber 
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ANGLES CHANNELS TEES HEXAGONS ROUNDS HALF ROUNDS 


United States Steel offers the widest range of carbon and alloy bar sizes, shapes and grades available in the industry. 
We’re a single source for all your requirements. 





Sickle guard 
forged from 


(ss) Bar Stock 
for longer life 


This forged and machined part will last longer 
than the cast design it replaced even though it 
weighs 12% less and costs less. It’s a sickle 
guard used on the cutting platform of a line of 
John Deere self-propelled combines, and is 
manufactured by Buchanan Steel Products Cor- 
poration, Buchanan, Michigan. 


John Deere wanted the part to be thinner for 
maximum cutting coverage at high speeds, and 
shock- and wear-resistant so that it could self- 
sharpen the blade. The designers specified 
forged steel because it would mean a lighter, 
tougher, more durable part. The part is forged 
from bar flat steel produced by United States 
Steel. 


Design and fabrication possibilities are virtually 
unlimited with USS Carbon and Alloy Bar 
products. Forgings are usually fabricated from 
USS flats, rounds or round-cornered squares. 
And nowhere else can you get the range of sizes, 
shapes and grades offered by USS. You name it 
—we have it. Just call our nearest sales office, or 
write United States Steel, Room 6327, 525 Wil- 
liam Penn Place, Pittsburgh 30, Pennsylvania. 


United States Steel Corporation * Columbia- 
Geneva Steel Division * Tennessee Coal and 


Iron Division + United States Steel Supply BH This mark tells you 


ar : . . = . a product is made of 
Division * United States Steel Export Company modern, dependable Steel 


=~ oa ~ 


HALF OVALS 
‘SQUARES | Ly 


SPECIAL SECTIONS 


United States Steel 





Association 





Maine P.A.'s Hold First Seminar 
On University Campus at Orono 


Some of the purchasing executives who attended a three- 
day seminar at Orono campus of University of Maine. 


Tummy MAINE purchasing 
agents recently attended a three- 
day seminar on the Orono campus 
of the University of Maine. The 
meeting was sponsored jointly by 
the University’s School of Busi- 
ness Administration and _ the 
Maine Purchasing Agents Asso- 
ciation. Seminar sessions started 
at 8:30 a.m. and continued—with 
breaks for meals—until about 9 
p.m. 

Dr. Lloyd Elliot, university pres- 
ident, officially welcomed the pur- 
chasing executives to the campus. 
The first lecturer was Professor 
Wilbur B. England of the Harvard 
Business School. Professor Eng- 
land spoke on purchasing and 
subjected the group to an inten- 
sive study of several purchasing 
management case histories. The 
discussion of the cases proved 
both stimulating and interesting 
to the participants. 

Edmund Pfieffer, 


director of 


76 


purchases of Lukens Steel Com- 
pany, addressed the first dinner 
meeting on purchasing and man- 
agement. 

On the second day, Professor 
William Ruckstuhl of the Univer- 
sity of Maine gave the purchasing 
agents some insight into the eco- 
nomic principles that lie behind 
successful purchasing practices. 
Herbert Layport, manager of pur- 
chases of the Wyman Gordon 
Company, discussed the principles 
and procedures themselves. In the 
evening, the speaker was George 
M. Rideout, vice president of Bab- 
son Reports, Inc. His topic was 
“Where Is the Nation Headed 
Economically?” 

The following morning, the top- 
ic switched to purchasing ethics. 
The lecturer, Dr. Dean Ammer, 
executive editor of PuRCHASING 
Magazine, suggested that “a pur- 
chasing agent can exert an in- 
fluence for good, however slight, 


by adherence to the Principles 
and Standards of Purchasing 
Practice advocated by the Na- 
tional Association of Purchasing 
Agents.” The group then analyzed 
a case history on ethics from Dr. 
Ammer’s book, Materials Man- 
agement, which is to be published 
later this year by Richard D. 
Irwin, Inc. 

The three-day meeting ended 
with a luncheon at which certifi- 
cates were presented to the pur- 
chasing agents who attended the 
seminar. 

Credit for success of the meet- 
ing goes to Ronald Clifford of the 
University of Maine, Harold F. 
Bell of Bangor & Aroostook Rail- 
road, R. Leon Lary of Maine 
Turnpike Authority, and S. Roy 
Swanholm of Dragon Cement Co. 
Those who attended the highly 
successful meeting are already 
talking about holding a similar 
seminar next year. 


PuRCHASING 





What's News in Chemicals... 


What comes out here depends on you... 


Enjay tailors its production to fit your 
needs. Over the years it has pioneered 
in the development of many important 
new compounds to meet the changing 
demands of the chemical industry — 
products like isooctyl alcohol, decyl 
and tridecy] alcohols, and BUTON 
resins, to name but a few. 

Latest in this series is new Enjay 


EXCITING NEW PRODUCT 


hexyl alcohol. Of particular interest to 
vinyl plastic compounders are the 
phthalate esters of hexyl] alcohol. Their 
good solvating properties make them 
highly efficient as calendering aids. 
Hexyl] alcohol has other important 
applications as a raw material for 
flotation agents, lubricant additives, 
degreasing fluids, brake fluids and 


THROUGH PETR 


ENJAY CHEMICAL COMPANY 


A DIVISION OF HUMBLE OIL & REFINING COMPANY 


Juty 31, 1961 


agricultural chemicals. For speci- 
fications on the full line of Enjay 
alcohols, or other high quality 
chemicals, write to Enjay, 15 W. 
5lst Street, New York 19, N.Y. 


CHEMICALS 
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Association News 





Grand Rapids P.A.’s Told 
To Check Methods 


We must check our habits for 
possible wasteful methods and 
also learn to delegate efficient.y, 
Professor William Stillwell re- 
cently told the Grand Rapids As- 
sociation of Purchasing Agents. 

Dr. Stillwell said that every- 
body has four basic activities: 
what you must do, should do, 
can do, and should not do. Our 
ability to complete items on this 
list depends upon how much we 
have left after completing the top 
priority items. 


Eliminate Wasteful Habits 


In checking for wasteful habits, 
the noted educator stated “work 
is not delegated because of a fear 
of failure or loss of status. It is 
human nature to resist change for 
fear of loss of control due to the 
change.” 

In his concluding remarks, Dr. 
Stillwell suggested that P. A.’s 
delegate authority and leave the 
method of accomplishment to the 


person doing the job. He stated 
that in “our use of time, we often 
do not know what we are doing 
and we must improve upon this.” 


Detroit Group 
Chooses Officers 


William A. Starrett, General 
Motors Technical Center, was 
elected to the presidency of the 
Purchasing Agents Association of 
Detroit. 

Also elected to serve with Star- 
rett for the coming year were: 
first vice president—Wilbur J. 
Pierce, Detroit Edison Co.; second 
vice president—Fred G. Pape, 
Wessels Co.; treasurer—Car] Zis- 
man, Robinson Welding Supply 
Co.; and national director—J. W. 
Ruff, Burroughs Corp. 


Southeastern Mass. Assn. 
Holds Joint Meeting 


Members of the Purchasing 
Agents Association of Southeast- 
ern Massachusetts recently held 
a joint meeting with the Ameri- 
can Production and Inventory 


Control Society. 

President Charles R. Hinkley, 
presided during the meeting which 
was devoted to a panel discus- 
sion entitled “What Is The Mate- 
rials Management Concept?” 

Moderator for the panel was 
Robert E. McGarrah, professor in 
the Graduate School of Business, 
Harvard University. Panel mem- 
bers included: William J. Roe- 
mer, James McCarthy, Carroll 
Milier, and S. W. Chandler. 

Professor McGarrah stated that 
the materials management con- 
cept was one which some believe 
will insure a more profitable ma- 
terial and product flow. He said 
that it calls for a single integrated 
department with responsibility for 
purchasing, inventory control, 
control, of raw materials, in- 
process and finished goods, pro- 
duction planning, materials han- 
dling, and traffic distribution. 

Production control personnel, 
according to panel members at 
the meeting, were in favor of the 
idea while the purchasing mem- 
bers felt that the purchasing de- 
partment should control produc- 
tion materials from design stage 





SPAULDING DUNNAGE 


Spauld-Pak is extra tough Spaulding Vulcanized Fibre formed into 
corrugated sheets of spacers for holding parts or assemblies indi- 
vidually and in uniform layers. Each “V” in the corrugation protects 
its part from damaging contact with parts on either side or below. At 
Ford Motor Company, Spauld-Pak is used to protect finished gears. 
Spauld-Pak forms its own packing pattern, permits easy loading, fast 
removal at assembly point. Reusable, it cannot crack or splinter, can 


Be cleaned. 





SPAULD-PAK Safely Handles All Shapes 


Square 


> 
SE. 


a a ‘ 
4 - Short 


Spaulding “egg crate™ partitioning is a common but 
highly effective dunnage technique for protection of 


s 





SPAULDING FIBRE COMPANY, 
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fragile pieces. Egg crate partitions are available in a 
variety of sizes to fit Spaulding trays and boxes. Can be 
designed for use with or without a container with 
Spaulding partition locking arrangement. 


INC. * 8399 WHEELER STREET, TONAWANDA, NEW YORK 


PuRCHASING 





until they are delivered to the 
using departments. The inclusion 
of in-process and finished goods 
would require scheduling of ma- 
chines and manpower, a respon- 
sibility which the P.A.’s felt 
should be treated as a separate 
entity. 


P. A.'s Help Schools 


The Southeastern Association 
has also been active in civic and 
community affairs. The group 
offered professional help to the 
Old Rochester Regional District 
School Committee in preparing 
specifications and obtaining bids 
on equipment in a two and a half 
milion dollar expansion program. 

The plan, which the committee 
accepted gratefully, is to have 
members go over inquiry sheets, 
break down equipment needs into 
workable groups, help obtain bids : a 
and advise the committee on the 
establishment of indexing pur- 
chases and inventories. 


New Tulsa Assn. Officers Hold Planning Session 


~ » 


Plans for the coming year are discussed by the recently elected officers of the 
Purchasing Agents Association of Tulsa. Seated (I. to r.) are: President P. C. 
Kenton, Warren Petroleum Corp.; First Vice President G. B. Fox, Sinclair Oil & 
James A. McCarthy will setve Gas Co.; Second Vice President N. V. Webster, National Tank Co.; and Secre- 
as president of the Association tary-Treasurer |. W. Scott, Sunray Mid-Continent Oil Co. Standing: National 
for the coming year. He was elect- Director E. J. Jameson, Humble Oil & Refining Co.; Alternate National Direc- 
ed to the post as successor to tor P. A. Gill, Sunray Mid-Continent Oil Co.; Executive Secretary E. J. Murray 
Mr. Hinkley. and Assistant Secretary G. R. Walker. 





CAN SOLVE ANY SPECIAL PACKING PROBLEM 


... INCLUDING YOURS! 


Spaulding Dunnage — special devices that 

provide extra protection for contents within 

a materials handling container — is made 

in a wide variety of standard and special 

designs to solve even the most critical 

packing problem. 

If you have such a problem, contact Spaulding 

a - At General 
for the fastest, most efficient and economical “Sie 
solution. : sheets of 
. - Spaulding 

Vulcanized Fibre 
hold vacuum 
cleaner motors in 
Spaulding Floating 
Bottom Trucks. 
Die-cut sheets 
hold motors in 
place for 
protection and 
handling ease, 
provide long wear 
at low cost. Use of 

Unique Spaulding pin tray is used by Kleinschmidt Div. : floating be ttom 

— Smith Corona Marchant Inc. for safe handling of pre- : trucks cumenates 

cision parts. Pins lock in upright position for fast loading - back bending and 

—lock again in horizontal position for safe in-plant ° speeds loading 

movement. Pins are removable to handle different size - and unloading 

parts. A Spaulding design service. - Operations. 


11e-cut 


SPAULDING MATERIALS HANDLING DIVISION ° DOVER, NEW HAMPSHIRE 
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What's 
om Olalererlerclelelene 
a laundry tub ? 


This particular tub was molded of 
Fiberglas reinforced plastics using 
the new premix process pioneered 
by AICO. It has an unusually smooth 
finish, is exceptionally strong and is 
unusually low in costs. The new pre- 
mix process opens up many new 
opportunities to use rein- 

forced plastics. Why not 

see if you can’t capital- 

ize on it, too. 


AMERICAN INSULATOR 


New Freedom, Pa. 


Where tomorrow’s plastics are now being molded 





How MSA Streamlined 


Its Paperwork 
(Continued from page 49) 


juty as a requisition. It is a seven 
part snapout set, prepared en- 
tirely by the requisitioner, who 
sends the original to the vendor, 
and a copy to purchasing. The rest 
of the set goes to receiving where 
it is filed until the material comes 
in or is picked up. As with the 
purchase order, receiving then en- 
ters delivery data on the remain- 
ing set and distributes the copies. 
Plan to Simplify Accounting 

One of the receiving copies goes 
to purchasing as a closing copy. 
Filed with the blanket order, it 
provides purchasing with a his- 
tory of all releases and deliveries 
for as long as the blanket order 
is active. Having the complete 
story simplifies the negotiation of 
a new blanket order and also 
serves to give a clear usage pic- 
ture, item by item. 

Purchasing does not review 
blanket order invoices. Vendors 
send them in once a month di- 
rectly to accounts payable. As 
long as invoices agree with ship- 
ments and prices are in accord- 
ance with the blanket order, they 
are paid automatically. If there 
are any discrepancies, accounting 
checks with purchasing. 

MSA’s order set up has been 
working for just about a year, 
but purchasing doesn’t consider it 
the final system. Curran is look- 
ing at Flexowriters and punched- 
card systems—mainly with a view 
to simplifying related account- 
ing. With purchasing down to one 
typist, he believes it unlikely that 
his clerical work can be cut any 
further. > END 


“I'll leave this little reminder for your 
desk.” 
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plastic packaging - folding cartons - shipping containers - point-of-purchase displays - paperboard - Sefton fibre cans - local service from 125 marketing centers 









































































































































Coast to coast t CONTAINER CORPORATION OF AMERICA designets and engineers are making more 
out of plastics. For packaging. For dispensing. For protecting. For attracting. For selling— products like yours. - 
When you make your next packaging decision, we'd like to be on hand showing you how the Garmold Plastics 
Division can put the CCA Packaging System to work for you. 


The Cy Packaging System is a method of integrating all the elements that make a successful package: | 

materials, structure, graphic design, machinery, research, marketing, printing and production. @rs61, cea 

CONTAINER CORPORATION OF AMERICA + 2525 MILITARY AVENUE, LOS ANGELES 64, CALIFORNIA 
LACKAWANNA AVENUE, TOTOWA BORO, NEW JERSEY 
570 E. NORTH WATER STREET, CHICAGO 11, ILLINOIS 





TyniSwitch 









BASIC for 
Purchasing Agents 


Purchasing agents searching for a single : 3 ows 
source for a wide variety of products Here is a precision miniature snap 
<r" a f tl switch available with a wide variety 
are sure to find the value o t hese of actuators which will shave space, 
American-Standard Controls Division yet perform dependably hundreds of 
products. This is true of anyone who thousands of times. It makes and 
bas breaks positively without bounce! 

must control or indicate the pressure or 


; Ratings up to 15 amperes. 
temperature of gases and fluids or 
electrical energy. 


American-Standard 


CONTROLS DIVISION 


a Valves 


You can.get detailed information on 
any of these products by writing 
American-Standard Controls Division, 
5900 Trumbull, Detroit 8, Michigan. 


2 “I “ 


Widely used in the appliance and vend- 
ing machine industry, these valves 
have the ability to provide a pre- 
determined liquid flow without regard 
to pressure. Brass, stainless steel or 
nylon bodies. Wide selection of mount- 
ing brackets, line connections and 
electrical specifications. 


Remote Reading 
Thermometers 


|American-Standard 


CONTROLS DIVISION 


There are practically no limits as te 
the specialized applications for Roches- 
ter thermometers. This remote reading 
thermometer is hermetically sealed, 

d d can be externally recalibrated, is 

AMERICAN -Stan re Wi available in a wide variety of ranges 


d capillary tube lengths. 
CONTROLS DIVISION and capillary tube lengt 


Amenican-Standard 


CONTROLS 











an 


D. T. Williams value valves are bronze 
for superior corrosion resistance. For 
many years they have been called 
‘Guardians of the Pipelines’’; available 
in gate, globe, hose, angle, check and 
quick-opening models, with a variety 
of seat types and materials. 


American-Standard 


CONTROLS DIVISION 





Industrial 
Thermometers 


t . AVANTE E775 


-4 


4,60 140 yy 
ry 
tS 


Rochester bimetal industrial dial 
thermometers provide extreme ac- 
curacy, are hermetically sealed and 
can be externally calibrated. Available 
in standard dial sizes from 1” to 5”, 
and with scale ranges from minus 
150°F to 1000°F. 


American-Standard 


CONTROLS DIVISION 





es wh 
q 7S 2000 3000 


iy "ny 


oS 
ra) 
ra) 


= 
= 
a 
% 


Rochester pressure gauges have a 
multi-wound helical coil and are un- 
matched for extensive cycling and 
continued accuracy under extreme 
conditions. Friction and hysteresis is 
below readable limits. Available in 
2”,3” and 5” dials. Ranges to 10,000 psi. 


American-Standard 


CONTROLS DIVISION 





Pressure, Temperature 
Controls 


— 


ASCD makes a wide variety of heavy 
duty controls for either pressure or 
temperature applications. They are 
extraordinarily rugged, can be designed 
to meet almost any condition. 





/American-Standard 


CONTROLS DIVISION 





ELECTRODES- 
all you need 
—fast! 
locally! 


% 


Let your Airco 
Distributor know 


What type of electrodes you need— 
mild steel, low alloy, low hydrogen, 
iron powder, stainless, hardfacing, 


Your Airco Distributor offers electrodes 
for over 100 different types of work. Ask 
him—he’ll recommend exactly the one 
you need to do the job right. Resealable 
“Pop” cans for stainless and “Barrier 
Cartons” for low hydrogens. Only your 
Airco Distributor gives electrode service 
like this. 

Choose from AIRCO quality electrodes, 
arc welding equipment and arc welders, 
gas welding and cutting equipment—gas- 
shielded arc welding process equipment 
— flame cutting machines — high purity 
industrial gases. 

Call your nearby Airco Distributor. 
He’s listed in your Classified Telephone 
Directory under “Welding Equipment 
and Supplies.” 


AiR REDUCTION 
...represented by over 
700 Authorized 
Airco Distributors 
frorn Coast to Coast 
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Tips for the 
Printing Buyer 
(Continued from page 51) 


price. Up to a point, specifications 
should be as flexible as possible. 
For instance, letterpress printers 
and offset printers often require 
slightly different designs or lay- 
outs for the same job. Other specs 
should, of course, be identical so 
the buyer can make a fair com- 
parison of the bids. 


Getting an Accurate Bid 
The specs that a printing esti- 
mator needs to develop a realistic 
price are: 
Approximate size, 
Quantity, 
Quality, 
Bleed or not, 
Imprinting, 
-Finishing (die-cutting, folding, 
binding, etc.) 
Packaging and shipping details, 
Number of colors, 
Paper stock, 
Process (offset, 
etc.) 


letterpress, 


(Please turn to page 86) 








The Tiffany of the 


Wood Lacquer Field— 


SANCO 
WOOD LACQUERS 


Sold in bulk to manufacturers 
only 

Foster D. Snell world renown 
testing laboratory states: “The 
samples submitted for test 
contain a finish of very high 
quality. The finish rubs to an 
unusually deep gloss with re- 
markable brilliance and clarity. 
The outstanding print resis- 
tance, adhesion, resistance to 
cold checking and lack of 
shrinkage indicate a finish of 
the very highest quality.” 


Call or write Mr. Tanney 


STillwell 4-4413 


THE MONROE SANDER CORP. 
10-18P 46th Avenue, Long Island City 1, N.Y. 








THE ART OF 
KEEPING COSTS 
DOWN 








Choice of metals and finishes. Sizes to 8 in. dia. 
and 4 in. deep. 


In the field of precision metal stampings 
and deep-drawn parts, cost economy is 
one of the special skills of J&H. Ingenuity 
is the key . . . simplifying designs, using 
standard tools where possible, keeping the 
number of operations to a minimum. Yet 
the precision machines used turn out work 
of consistent quality—and in good volume, 
You save money. Fast delivery is assured. 
Send for free estimate and Bulletin 81. 


JOHNSON &@€ HOFFMAN 


Manufacturing Corporation 
31 East 2nd Street e Mineola, N.Y. © Ploneer 2-3333 
An affiliate of Superior Tube Co 
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Call Crucible for specialty steel in stock 


Ask the Crucible inside salesman for 
any type, form, size and quantity of 
special purpose steel. He'll confirm 
immediate delivery from stocks on his 
own center’s floor. 


His center is literally a “‘one-stop” 
source for thousands of steel items, in 
quantities from less than a pound to 
over a ton. Suppose you need a dozen 
different types of tool steel, for exam- 
ple. He can fill all the requisitions 


for air-, water-, oil-hardening types; 
hot work tool steels; high speed steels; 
or others. Or suppose you need stain- 
ess. His in-stock records show more 
than 20 types in all forms, finishes, 
sizes. The same holds true for alloys, 
free machining steels, drill rod. 

He can also process your requisition 
through other Crucible steel centers or 
mills. He’s linked by teletype with an 
electronic computer for inventory con- 
trol at Crucible headquarters. So, he 
can make arrangements for immediate 


delivery while you’re on the phone. It’s 
the fastest and most extensive commu- 
nications system in the business. 
For information, call the local Cruci- 
ble steel center or write: Crucible Steel 
Company of America, Four Gateway 
Center, P. O. Box 88, Pittsburgh 30, Pa. 


CALL CRUCIBLE 
— and ask to have your name 
added to the mailing list to 
receive local stock lists 





y CRUCIBLE | STEEL COMPANY OF AMERICA 
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Rikatb 
No. 40-A 


Ve’ to 2Y2”” 


EASY TO FOLD 


TRISTAND VISE 
On the job! a” 


Here’s a solid workbench to speed all cutting, threading and reaming 
out on the job. No other vise offers as many work-saving features as this 
Ritaio> No. 40-A Tristand Yoke Vise. - Big, rugged malleable vise 
base has 3 bending grooves, 6 tool slots, rear pipe rest and a ceiling 
brace screw for absolute rigidity if legs aren’t bolted down. - Base 
overhangs front legs for clear tool swing. « Extra-large yoke latch opens 
for easy, fast insertion of long pipe lengths. - Replaceable LonGrip 
jaws give, slip-proof grip. - Handy tool tray locks legs open during 
use but folds for easy carrying with legs snap-chained together. 
Ritaip> No. 450 Tristand Chain Vise with %” to 5” capacity is also 
available. 


Call your Distributor today. For your convenience, he maintains a 
complete stock of Rit@it Work-Saver Pipe Tools and parts. 
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Tips for the 


Printing Buyer 
(Continued from page 84) 


~Type of binding, 

Kind of ink (gloss or regular). 

The last five items should be 
flexible. For example, the printer 
may have a two-color press when 
you have asked for a three-color 
job. As he has to run it through 
the press twice anyway, changing 
your specs to a four-color job 
might be advantageous. 


Check Paper Costs 


Another printer may specialize 
in duotone work and can make 
two colors look like three. Chang- 
ing to a two-color job might be 
one way to get more printing for 
less money. 

Although the buyer can demand 
any kind of paper stock, he must 
remember that the price of the 
printing will be directly propor- 
tionate to the cost of the paper, 
which can vary greatly. Another 
point to consider is that if half- 
tones must be printed on other 
than smooth stock, the letterpress 
process cannot be used. Ink 
should be specified only if a spe- 
cial gloss or brand is desired. 

If possible, find out if the print- 
er has the machinery to handle 
the manufacturing your job re- 
quires. If he has to subcontract 
a special binding job or a special 
printed piece, he won’t be able to 
quote the best price because two 
profits and two overheads are add- 
ed to the nrinting cost, rather 
than one. 

In buying printing, combination 
runs (in effect doing two or more 
jobs at once) should be considered 
whenever possible for this tech- 
nique can cut costs considerably. 
Here, careful preliminary plan- 
ning is essential but the decision 
should be left up to the printer. 

In such runs, different pieces 
can be printed at the same time. 
They are laid out on the same 
sheet and cut apart later. The only 
limiting requirement is that all 
items can be printed on the same 
kind of paper. 

In a single advertising cam- 
paign, for example, you may re- 
quire brochures, posters, direct 
mail pieces, special letterheads, 
and perhaps a special return en- 

(Please turn to page 91) 


PURCHASING 





Special Diagonal Crimp Cross Rods* 


TL 


*PATENTED 


IX , : 
give tondiliyg a METAL-MESH BELTS 


Muscle, Straight Travel, Low Cost 


Whatever the metal or mesh of the most frequently 
used weaves you require, a Cambridge Metal-Mesh 
Belt with Diagonal Crimp construction increases 
the efficiency of your operations three ways: 1—It 
can take heavier loads because of greater bearing 
area between spirals and crimped rods; 2—It travels 
3—It helps 
reduce operational and maintenance costs because 


straighter because of lateral rigidity; 


it runs smoother, with less elongation. 


A complete line of Cambridge Belts is available in 
special and standard metals and alloys to meet your 


specific requirements, custom built with Diagonal 


The Cambridge Wire Cloth Co. ==: \ 2 


CAMBRIDGE 72, MD. 


DEPARTMENT R * 


Crimp, if you prefer, to insure the most efficient 
processing. 


Experienced Cambridge Field Engineers—experts in 
their field—are available to discuss your needs and 
help you select the belt best suited to your opera- 
tions. Or, they can offer you sound advice on the 
installation, operation and maintenance of your 
Cambridge Belts. Talk to your Cambridge man 
soon. He’s listed in the Yellow Pages under “Belt- 
ing, Mechanical”. Or, write direct for free 130-page 
reference manual. 


COnvevor 


BELTS 





Manufacturers of Metal-Mesh Conveyor Belts, Flat Wire Conveyor Belts, 
Wire Cloth, Wire Cloth Fabrications, Gripper® Metal-Mesh Slings 
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A classic example of 
reducing costs and 


adding to profits through 








This is the third in a series of advertisements Purchas- 
ing Magazine is placing in the Wall Street Journal and 
the Harvard Business Review to impress top management 
with the vital profit-making role of modern industrial 
purchasing. 








VALUE 
ANAL YSIS 
PURCHASING 


Twelve years ago a new buying technique 
called Value Analysis was saving hun- 
dreds of thousands of dollars a year for 
one of the country’s largest manufactur- 
ing companies. 

Today the same program, in a greatly 
improved and expanded form, is saving 
millions. 

The techniques are no secret. Any 
company can set up its own value buying 
program. Hundreds have, and more are 
joining the list every week. 

Here are some of the more dramatic 
savings the above company is making. 
One department alone is saving $1,400,- 
000 a year on its purchases. Another, 
$300,000. Still another has made cost 
reductions pay for 91% of its total de- 
partmental operating expenses. 

Value Analysis pared the cost of one 
missile project by more than $1 million. 
In a pioneering cost reduction effort, the 
company staged a seminar with just one 
supplier. Together they arrived at a 
potential saving of $50,000. 

Buyers and traffic specialists in one 
department teamed up to save $500,000 


in 1960 by coordinating shipments of 
incoming materials and shipments of fin- 
ished products. And on the lighter side, 
a switch from special to standard color 
pay envelopes saved $5280 a year for 
one department. 

Purchasing cannot be overlooked in 
the search for more efficient company 
operation and improved profits. The tools 
for making the purchasing function a 
highly scientific and potent force for 
profit are here. Careful checking by man- 
agement will determine whether or not 
they are being used to the fullest extent. 

As the Purchasing Agent’s only con- 
tinuing source for comprehensive infor- 
mation on these new buying techniques, 
PURCHASING Magazine urges you to 
recognize and encourage this new dimen- 
sion in industrial purchasing. 


PURCHASING 


MAGAZINE 


Sells the man who buys 


A Conover-Mast publication ; 
205 E. 42nd St., New York 17, N.Y. 
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THIS 1S GLASS 


OF PRACTICAL NEW IDEAS 


A BULLETIN 


ECHOES IN THE INFRARED 
TRIP A TRAFFIC SIGNAL 

Your car passes under a compact little 
unit hanging over the road and—presto 
—up ahead a traffic signal changes to 
green. 

There are two devices in the unit which 
is fabricated by Infrared Industries of 
Waltham, Mass. One emits a beam of 
infrared down at the pavement via a 
special glass lens which we supply. The 
second device receives the echo sent back 
when a car passes through the infrared 
beam. The beam bounces back up 
through another Corning lens, off a sil- 
vered reflector (also ours), and onto a 
cell which activates the unit. The unit 
in turn activates the traffic signal or just 
keeps track of the traffic. 

If you happen to spot one of these 
devices on a drive and still have to stop 
for a red light, do not despair. Take those 
few seconds and consider the red, yellow, 
and green roundels on the traffic light 
itself. That’s right, we make those too, 
and it’s quite a trick, since we have to 
mass produce those roundels by the 
thousands, holding to some of the most 
rigorous color standards you've ever seen. 

All of this adds up to a gor xd story on 
the passing of light—visible or invisible— 
through glass. We have the capabilities 
If you have the problems, perhaps we 
can get together and produce some 
products. 

We'll be glad to send anything you 
ask for in the coupon. 


A FEW FREE SUBSCRIPTIONS 
TO GLASS TALK STILL LEFT 
Like many of our worlds, the world of 
glass continues to grow at a breathless 
pace .. . adding more and more exotic, 
but eminently useful, glass 
every month. 

To keep people like you up to date on 
what’s being done, we put out a bi- 
monthly (more or less) publication called 
Glass Talk. The economics of printing 
are such that we can add a number of 
new names to our mailing list without 
upping costs greatly. 


products 


So, if you think glass has a place in 
your future, send us your name and ad- 
dress on the coupon. Naturally, Glass 
Talk is gratis. 


NEW BLUE AKLO® CYLINDER 
ABSORBS 99+% OF IR 
If there’s ever a man you want to keep 
comfortable, it’s a surgeon. So, you take 
extra pains with his lighting. 

You want to correct his light to day- 
light. You want both him and his patient 
to stay as cool as possible. 














A new AKLO filter which we make 
does both. It takes 2900°K light from 
incandescent lamps and corrects it to 
4000°K. It absorbs all but a niggling less 
than 1% of the lamp’s infrared, hardly 
enough to raise the temperature of a flea. 

Add this to a cylinder that has been 
designed to be used with clear lamps and 
you get smooth, reproducible results every 
time the unit is relamped. 


Filtering like this recommends itself 


for lighting, for photoengraving and pho- 
tography, theaters, movies, television—in 
short, any place where you have light- 
and heat-conscious customers. 
Check the coupon, if you’re interested. 
—-"r © MEANS 
4 


Please send more on: 


RESEARCH IN 


CORNING GLASS WORKS, 


FROM CORNING 


GROUNDED GLASS 


One of the old bugaboos of using glass in 
conjunction with extremely sensitive elec- 
tronic devices—static charging—should 
bother you no longer. 

We can supply a variety of shapes with 
an electroconductive coating which you 
can run to ground. And static charge 
drains off as soon as it forms, so there’s 
no danger of outside signals throwing 
your device into a tizzy. 

The same method also eliminates the 
nuisance noise broadcast by fluorescent 
tubes. We make a glass shield which 
looks like a regular lighting panel except 
that it, too, has a grounded electro- 
conductive coating. 

Think about this glass for a minute and 
you'll see there are many other equally 
sensible applications. 

Run a current through a piece of it, 
for example, and you have a warm piece 
of glass perfect for self-defrosting 
mirrors or windows, 

You'll find that certain glasses become 
efficient infrared emitters when you run 
a current through an electroconductive 
coating great for space heaters or 
driers (both of which we make). 

Turn the glass around and cut off the 
current and you find that it reflects infra- 
red while passing visible light. That 
makes an excellent heat shield. 

Send the coupon for the full story on 
our electroconductive glasses. 


GLASS 


9707 Crystal St., Corning, N.Y. 


(] AKLO Filters [] IR-Transmitting Glass [.) Electroconductive Glass 


(] Colored Lenses [J ‘‘Glass Talk’’ 
Name 

Company... 

Street 

City... 


Zone State 
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Allhere... 
components that satisfy 


all pressure/flow system needs 


ERIAL JASTMAN 


Now together, Imperial-Eastman meets all your 
hydraulic-pneumatic-flow component needs: tube fit- 
tings, valves, couplings, flexible and rigid hydraulic 
lines, thermoplastic tubing and tubing tools. 

This engineered line gives you the exact product for 
every type of service condition—and the tools to make 
sure your assemblies are absolutely right. 

For added satisfaction at your point of order, 
Imperial-Eastman products are available through high- 
est caliber distributors. 

For complete information, write for Catalog No. 101. 


ine 





org) 


Wenliondl 


A 


TUBE FITTINGS 





IMPERIAL EASTMAN 


imperial-Eastman Corporation General Offices: 6300 West Howard Street, Chicago 48, Illinois 


Imperial-Eastman Corporation (Canada) Ltd., Barrie, Ontario « Imperial-Eastman, $.A., Apartado Postal 26544, Mexico 13, D.F. 
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Only 
IMPERIAL () EASTMAN 


offers a line 
as complete as this 


When we say your most complete line 
of pressure flow system components 
for all hydraulic, pneumatic, instru- 
mentation and other applications— 
here’s what we mean: 


TUBE FITTINGS OF EVERY TYPE AND 

SIZE—FOR ALL PRESSURES, 

TEMPERATURES 

e Hi-Seal® Butt Joint Fittings, Braze-Seal Hi- 
Pressure, Hi-Duty, 37° Flare, 45° Flare, Flare- 
less, Flex, Compression, Inverted Flare, 
Threaded Sleeve and Plastic Tubing Fittings. 


FLUID CONTROL VALVES 

e Needle, Toggle, Diaphragm, Plug, Blow- 
Down and Kwik-Connect Types for pressures 
up to 5000 psi. 


HOSE AND COUPLINGS 

e Medium-Pressure Hose and Tube Assem- 
blies, Couplings and Fittings for One-Wire 
Braid Hose 


e High-Pressure Hose and Tube Assemblies, 
Couplings and Fittings for Multiple-Wire 
Braid Hose 


e Low-Pressure Hose and Tube Assemblies, 
Couplings and Fittings for Fabric Braid Hose 


e All Synthetic—for Pressures up to 3000 Lb. 
e Adapter Unions, Adapters and Tube Fittings 


TUBING 
e Plastic and Thermoplastic 


TUBING TOOLS 
e Cutting, Flaring, Bending, Reaming, Swag- 
ing, Pinch-off, Refacing Tools 


e Service Aids 
No doubt about it now—see your Imperial- 


Eastman distributor first for all hydraulic- 
pneumatic-flow system components. 





TUBING 


Chicago 48, Illinois 
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Tips for the 


Printing Buyer 
(Continued from page 86) 


velope that is printed on the flat 
sheet and folded into shape later. 
A combination run would be the 
answer here. 

As an example, the diagram on 
page 51 shows a possible layout 
for such a combination run. For 
stock, an 80 pound fancy finish 
paper would suit, and a two color 
print job would be adequate. The 
printer decides he wants to do 
the job on a 25 x 38 inch sheet 
size. 

How to Get the Best Price 

Our campaign, then, will consist 
of 20,000 letterheads, 20,000 fold- 
ing direct mail pieces, 20,000 spe- 
cial return envelopes, 10,000 
streamers, and 10,000 large win- 
dow display signs. This is a total 
of eight subjects on a full sheet 
printed two colors. 

This is just one way to do the 
job. Many others can be used. If 
the buyer-printer relationship has 
reached a mutually satisfactory 
level, there may be no need for 
throwing the job open to com- 
petition. Of course, this depends 
on the buyer’s knowing exactly 
what he will get for his money. 
But when the printer can elim- 
inate the preliminary estimate, 
and is assured of keeping his 
presses running, he will be able 
to quote his best price. 

To help the printer provide the 
best quality at the lowest cost, 
the printing buyer should avoid 
wherever possible five costly prac- 
tices that add to the printer’s 
overhead. These are: 

@ Repeated demands for unrea- 
sonable rush service; 

@ Constant changing of copy, 
color, cuts, etc.; 

@ Insufficient information; 

@ Needlessly inflexible specifica- 
tions; 

@ Price squeezing. Getting com- 
petitive bids is one thing, price 
squeezing another. Fortunately, 
the practice is uncommon today, 
resorted to mainly by inexperi- 
enced purchasers. The seasoned 
printing buyer knows that exces- 
sive price pressure is wasteful, 
ending in either high, untrust- 
worthy quotations, or a lack of 
supplier interest. > END 
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A MOTOR IS A SERIES OF CIRCLES 


Checking bracket rabbet of an Elliott C-W Motor 


The smooth, quiet, cool operation of Elliott Crocker-Wheeler motors is 
a direct result of the accuracy and concentricity of the “circles’’ that are 
its most important dimensions. Some of these circles are identified in 


the drawing below. 


The bracket rabbet is a reference for bearing bore and shaft bore. 


Through matching jigs, the rabbets 
and bores of the stator are made 
accurately concentric with the 
bracket. Thus, when the motor is 
assembled, the series of concentric 
circles has been accurately estab- 
lished. With all parts in alignment, 
there is no preloading of bearings, 
air gap is uniform, noise is mini- 
mized, heat transfer expedited, 
smooth, trouble-free operation 
assured. 

The highly-perfected, precision 
manufacturing processes by which 
Elliott achieves this vital concen- 
tricity are described by a booklet, 
The Fine Art of Building Better 
Motors. We will be happy to send 
you a copy. Contact nearest 
Elliott office, or write Crocker- 
Wheeler Division, Elliott Com- 
pany, Jeannette, Pa. 


BRACKET-TO-FRAME RABBET 
STATOR FRAME 1D. 


STATOR CORE DIA. 


‘ROTOR DIA 
ee 
\. ’ BEARING 0.0 
\ 
‘JOURNAL DIA 


Precise fit and concentricity of brackets to 
frame, frame to core, shaft to rotor and 
bearings, and bearings to brackets gives 
Elliott C-W Motors long life, trouble- 
free operation. 


Elliott Crocker-Wheeler integral-hp a-c and d-c motors—from smallest 
to largest—are offered in all conventional enclosures and modifica- 
tions; with insulation to suit the application, including : the 
epoxy insulation used where conditions are very severe. wie 


ELLIOTT COMPANY 


Oo GENERAL OFFICES: JEANNETTE, PENNSYLVANIA 
PLANTS AT: Jeannette and Ridgway, Pa.; Springfield, Ohio 


TURBINES -- GENERATORS + MOTORS - 
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COMPRESSORS 


» TURBOCHARGERS - EJECTORS - STRAINERS - TUBE CLEANERS 
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How Much Should 
You Pay? 

(Continued from page 56) 
in accordance with industry cus- 
tom and the established course of 
dealing between the parties. 

The decision in this case also 
cited the rule that buyer and 
seller may leave the price to be 
fixed by one party under certain 
circumstances. The price so de- 
termined will be upheld if the 
seller or buyer acts in good faith 
and his interest was known in ad- 
vance to the other party. 

From a practical standpoint, in- 
dustrial buyers probably have 
little concern with contingent 
prices except in relation to fu- 
ture market figures. But whenever 
the price is to be fixed by some 
future event, the purchasing agent 
should endeavor to spe.l out the 
yasis of determination in clear 
and unmistakable terms, 


Hold Escalator Clause Valid 


In recent years, buyers have be- 
come acutely aware of escalator 
‘lauses. Although P.A.’s today find 
firm prices easier to secure, many 
acknowledgment forms and con- 
tracts still provide that prices will 
be adjusted to those “in effect at 
time of shipment.” In contracts for 
machinery and capital goods 
items it is common practice to 
provide for a maximum adjust- 
ment by a percentage (often 10%) 
based on increase in the cost of 
material or labor prior to ship- 
ment. 

Some buyers have the mistaken 
impression that these clauses are 
invalid because the price is in- 
definite and the legal requirement 
of a “meeting of the minds” would 
not be satisfied. 

In an interesting recent federal 
decision, it appeared that the City 
of Detroit had ordered transform- 
ers under a contract whereby the 
supplier could adjust the price 
by a maximum of 10% if his costs 
of material and labor were in- 
creased. Delivery was estimated 
in the acknowledgment at August 
10, 1952. On May 25, 1953 the 
supplier notified the city that the 
price would be increased by 10% 
and delivery was not actually 
made until August 17, 1953. De- 
livery was accepted without ob- 

(Please turn to page 96) 
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Purchasing 
Directors tell us 


Financial 
Stability 


is important in the 
carrier they choose 
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Shippers in the know’ respect the fact 
that DL operates in the black! 


Businessmen know from experience that a equipment, preventive maintenance, ex- 
financially healthy company is a good one panded terminal facilities. 
to do business with. Selecting a bank or With million dollar morale top to bottom 
choosing a supplier, you look for careful and coast-to-coast, D-C specializes in serv- 
management, progressive thinking, efficient ice that benefitseveryone. More daily sched- 
operation. ules from 18 key cities. Less time on the 
When you invest valuable time and road or in a terminal. It’s the service you'll 
money in transporting raw materials or fin- profit from when you choose the Depend- 
ished products, it makes equally good sense able Carrier for your next shipments! 
to entrust them to a successful carrier! 
Last year, D-C again maintained an im- 
pressive operating ratio while moving more 
than a billion pounds of freight. That’s why 
D-C has money to plow back into new 


DENVER CHICAGO TRUCKING CO., INC. 


the ONLY 


direct coast-to-coast 


Key— carrier! 
Z 
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Overhead view of 2500-ton press. It forms heavy steel 
plate for drum shells—up to 7 inches thick, up to 30 feet 


Cincinnati Bickford radia) drill presses — working on 
long. Gulf Harmony 61 is used in the hydraulic system. 


headers. Gulf Harmony 61 is used in column mechanism, 
drill-head mechanism and main drive gear boxes. Gulf 
Precision Grease is applied to fittings. 


ge 


Colburn Vertical Boring Mill—milling a drum head. Gulf Giddings & Lewis 6” horizontal boring machine—boring 
Harmony 61 is used in the circulating system for main 


hole in header. Gulf Harmony lubricates the column 
drive gears; in the reservoir for feed change gears. slides and screws on this new machine. 








Simplified lube program helps Babcock 
16 lubricants to just 7... 


The Paris, Texas, plant of Babcock & Wilcox special- 
izes in the manufacture of steam generating equip- 
ment. Typical examples: 65-ton boiler drums and 
4-ton tube sections. 


“It's important to keep lube recommendations up 
to date,” says C. C. Eagon, Master Mechanic. “We 
call in lubrication engineers as new machines arrive. 
And they help us translate the manufacturer’s lube 
recommendations in terms of their oils and greases.” 

The seven recommended grades are really four 
basic types of Gulf oils and greases. First, Gulf Har- 
mony” oils—highly stable lubricating oils with excel- 
lent water separating properties; inhibited against 


Recently, Gulf Sales Engineers conducted a lubri- 
cant survey in this plant. As a result, lubes were 
reduced from 16 to 7. This reduced the possibility of 
application errors and simplified ordering, bookkeep- 
ing and handling. 








Automatic submerged arc welder is used to weld drum 
halves together, Gulf Precision Grease and Gulf E.P. Lu- 
bricant 95 protect bearings and gears of this machine 


against excessive wear. 


ie 2 : 1 a’ 


Tubes joined together in butt-welder. The hydraulic sys- 
tem reservoir is filled with Gulf Harmony 44. Gulf Har- 
mony 61 is used in milling machine gear box. Gulf Pre- 
cision Grease lubricates guide shaft bearings. 








Sizing press. Turbine is sized in this press after it goes 
through swedging, upsetting and bending operations. 
Ways and shaft bearings are lubricated with Gulf Precision 


Grease, from central greasing system. 


& Wilcox reduce 


£ Pm~ ‘ a: my — 


8 


rust and corrosion. Next, Gulf E.P 


. Lubricants—used 
where shock loads and high 


pressures are factors. 
These superb lubricants are non-foaming, noncorro- 
sive and extremely stable. Thirdly, Gulf Lubcote® 
tough and tenacious. It protects against wear. And it 
cushions the sliding and rolling of gear teeth. Lastly, 
Gulf Precision Grease—a general purpose ball and 
roller bearing grease to satisfy the plant’s grease- 
lubrication demands. 


For More Facts Write No 


Works Manager R. L. Reed (left) talks with Frank P. 
Mauro, Gulf Sales Engineer. The drums behind them are 


being shipped to a new power plant in Santos, Brazil. 


GS RUI 


Simplify your lube inventory with versatile Gulf 
multipurpose lubricants. And see for yourself how 
Gulf makes things run better! 

Just call a Gulf Sales Engineer 
at your nearest Gulf office. Or 
write for information. 


GULF OIL CORPORATION 
Dept. DM, Gulf Building 


Houston 2, Texas 
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OF AN MF TWO-WAY LOCK NUT 


reveals why it can improve your product and simplify fastening 











DOUBLE CHAMFER... 
The Two-Way is always 
right side up. Ideal for 
hand or hopper feed. 


THREAD PROFILE... 


More care in tapping pro- 
duces threads that far 
exceed industry's minimal 
standards. 


THE “BUMP”. 


Puts the lock in the center 
of the nut. Does not affect 
top and bottom threads— 
permits easy starts. Allows 
bolt end to be flush with, 
or below, top of nut. 


DEFLECTION ... 
Two-Way “Bump” pro- 
duces barely perceptible 
thread deflection that 
gives dependable locking 
torque. 


HEX NUTS 


MF TWO-WAY 
LOCK NUTS 
AVAILABLE AS: 





q - 


No. 6 thru 1%” 





Sizes: 











BS Write for 
. > MacLean-Fogg 
“4 CATALOG 
FLANGE NUTS —— 
‘ OPEN END ios, 5 
All Sizes CAP NUTS it in Sweet's 


MAC LEAN-FOGG 





“Mactean-Fogg Lock Nut Company 
$535 N. WOLCOTT AVENUE 
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How Much Should 
You Pay? 

(Continued from page 92) 
jection. 

In holding for the supplier, the 
court pointed out that the escala- 
tor agreement was valid and by 
accepting delivery without objec- 
tion, Detroit had indicated its 
waiver of possible rights to re- 


scind because of late delivery. 


Price Reductions Possible 

Where the buyer fails to object 
to an acknowledgment stating that 
the price will be that prevailing 
at time of shipment, and later ac- 
cepts delivery, the cases have 
borne out the rule that a higher 
price is collectable. It is only re- 
quired that the seller show that 
the higher price is his actual pre- 
vailing or published price. From 
the language of pertinent deci- 
sions, it can be assumed that the 
supplier could not collect a higher 
price under this tyne of escalator 
clause unless he had made other 
sales at the higher price or had 
published a list or made quota- 
tions at the higher price. 

Sometimes the purchasing agent 
wants to know what he can do to 
get the benefit of any price reduc- 
tion which the supplier may make 
after the order is placed but be- 
fore shipment is made. In some 
cases the Robinson-Patman Act, 
which forbids discrimination in 
price between purchases of like 
grade and quantity, may afford a 
basis for relief. By far the best 
approach, however, might be in- 
clusion of a standard term in the 
purchase order form reading sub- 
stantially as follows: 

This order shail not be billed 
at prices higher than those 
shown hereon without prior 
written consent of the buyer. 
If seller shall reduce the gen- 
erally prevailing price of any 
item on this order to a price 
lower that that shown hereon, 
then this order shall be in- 
voiced at such lower prevail- 
ing price. 

A clause of this nature in the 
order form, plus diligent examina- 
tion of acknowledgments and 
timely objection to unacceptable 
escalator clauses will do much to 
protect purchasing from price ex- 
cesses. P END 
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Millions of houses in corrugated 


What makes a house a home? The hundreds of parts and 











pieces that come to the site in corrugated boxes. Hard- 
ware. Nails. Tile. Wiring. Roofing. Even the kitchen Al : 
West Virginia 


sink. And who makes the most dependable boxes for 
Pulp and Paper 


building products? Hinde & Dauch Division. That’s 
why so many of the nation’s leading manufacturers turn “inde & Dauch Division 


16 Plants * 42 Sales Offices * Sandusky, Ohio 


to H & D—and get economical corrugated boxes in volume. 
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Good product reputations 
are built on quality... 
that’s why so many 


industry leaders 


NY ad HOI 0 


KL OV TN 


BRAND 


TOUGH, HARD, RIGID 
POLYMERS FROM BORG-WARNER! 





It’s true. Companies which 
have grown to industrial 
leadership jealously guard 
their good reputations by 
of BF) 55 marketing only high-qual- 
ity products. 

CYCOLAC brand poly- 
mers ...an ABS type of 
resin...has helped many 
companies maintain the 
quality of their products 
while achieving new econo- 





mies in materials and pro- 
duction. This remarkable 
engineering material is 
presently serving some of 





gf Tr ; America’s foremost manu- 
» ~ An 2) ‘ 5 ; 

Wrrnnen . facturers in the automotive, 
See! ae > =J 


Ra appliance, telephone, type- 
writer and toy industries. 

Investigate this amazing 
material today. Find out 
why it is better in more 
ways than any other plas- 
tic. For technical informa- 
tion and the name of the 
processor nearest you, write 
Dept. U-7. 








MARBON 
MARBON CHEMICAL 


WASHINGTON 


DIVISION BORG-WARNER 


WEST VIRGINIA 
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New Federal Combin-O-Tool Method 
SAVES UP TO 46% ON 
SHORT RUN STAMPINGS 





vome typical parts produced by 


Federal Combin-O-Tool Method. 
Combined operations mean lower cost short run stampings 
whenever they can be produced by the Federal Combin-O-Tool 
Method. 
Where it formerly took 4 or 5 operations—it can now be done 
by Federal with only 2 or 3 operations. The labor savings 
are passed on to you in lower cost stampings. 
Send your prints or parts today to see if they can be done 
with the new Federal Combin-O-Tool Method. The savings 






will please you. 





3 PLANTS” © 
To Serve You Better 


FEDERAL TOOL 
& MFG. CO. 
3613 Alabama Ave. 
Minneapolis 10, Minn. North Hollywood, Calif. Rochester 6, N. Y. 
WEst 9-7843 TRiangle 7-0542 CLearwater 4-9523 
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FEDERAL SHORT RUN 
STAMPING, INC. 
913 Lyell Ave. 


FEDERAL STAMPING 
COMPANY 


7313 Atoll Ave 










PERRYGRAF— 

WORLD’S 
LARGEST 

PRODUCER 


Two hundred million since 1932! More Slide-Charts for 
more people than any other company in the world. 


Two Modern Plants, one geared to runs of millions, the 
other to hundreds. Finest facilities for accurate printing 
and assembly. Deliveries as high (in a pinch) as a million 
per week. Prices consistent with quality work and depend- 
ent on quantity and materials from pennies to dollars. 


We invite your inquiry. Send for free full color booklet 
including 122 actual case histories. 


PERRYGRAF « 
150-1 S. Barrington Ave., L. A. 49, Calif. 


slide-charts 1500-1 Madison St., Maywood, Ill. 
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product facts at the fingertips 





It’s the wise bird who turns to Magnetic 
Metals for hurry-up service on magnetic 
cores and transformer laminations. Mag- 
netic Metals keeps on hand an enormous 
stock of lamination dies, always ready to 
stamp out the laminations you need, with- 
out the delay or added expense of tooling 
up. And Magnetic Metals stock of mag- 
netic alloys—largest commercial stock in 
the world—makes immediately available 
to you the widest choice of magnetic 
characteristics. 





At both our East and West Coast 
plants, Centricores® and Powdered Perm- 


alloy Filtoroid® cores are stocked in 
standard permeabilities and sizes for 
mediate shipment, and specials can 


all 
im- 
be 


made to your specifications on short notice. 
In addition to ultra-fast delivery, you 


get expert engineering guidance on 


the 


use of magnetic materials and—most im- 


portant—the consistent uniformity 


of 


performance that sets Magnetic Metals 


cores and laminations apart. 


Why not get in touch with Magnetic 


Metals today? 


MAGNETIC METALS COMPANY 
Hayes Avenue at 2ist Street, Camden 1, N.J. 
853 Production Place, Newport Beach, California 


powdered molybdenum permalloy cores « electromagnetic 
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BRUSHLESS 
—@ ALTERNATOR 
Field 


TELEVISION 
Pin Cushion 
Locating TRAVELING 
WAVE TUBE 
_. Focusing 





unusual magnets for 
unusual applications 


Shape is not the only unusual thing about these ceramic magnets! 
Most important is how and where they can be used. For Cera- 
magnet® is a basic, new design material — not a substitute for 
conventional metallic magnets. It allows magnetism to be cre- 
atively applied in new and better ways — usually at low cost — 
to literally hundreds of products from small motors, generators, 
coupling drives, holding devices, and filters, to lightning arres- 
tors, sonar equipment, switches, and many others. 

Ceramagnet permanent magnets are electrically non-conductive 
and chemically inert. They may be used without keepers and 
pole pieces, with many poles on one face, and under other con- 
ditions which would quickly demagnetize conventional magnets. 

Where can Ceramagnet fit into your application? For ideas 
and technical data, send for Stackpole Bulletin RC-12A. 

STACKPOLE CARBON COMPANY, St. Marys, Pa. 





” ® 
CERAMAG® FERROMAGNETIC CORES «+ SLIDE & SNAP SWITCHES «* VARIABLE COMPOSITION 
RESISTORS © FIXED COMPOSITION CAPACITOR * BRUSHES FOR ALL ROTATING ELECTRICAL 
EQUIPMENT . ELECTRICAL CONTACTS , RAPHITE BEARINGS & SEAL RINGS ° 


COLDITE 704+-® FIXED COMPOSITION RESISTORS ° AND HUNDREDS OF RELATED PRODUCTS 
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Purchasing’s Role in 


Intra-Company Buying 
(Continued from page 45) 


w.ll buy the same amount from 
a dealer there. The price is about 
the same but the shipping cost 
is completely eliminated.” 

As with its other materials, 
Mead buys a substantial portion 
of its waste products. About 30% 
of the total comes from dealers 
and has no relation to the dollar 
trading program. 

With such a large degree of 
inter-division and_ inter - plant 
purchasing, transportation be- 
comes a major factor. In addition 
to using common carriers, Mead 
has a few hundred trucks of its 
own that move materials from 
plant to plant. 

Purchasing and traffic work 
very closely to coordinate the 
pickups and deliveries. All of the 
divisions are connected by tele- 
type with Chillicothe in order to 
provide rapid communication to 
every point. 

When a truck from the Chil- 
licothe plant makes a delivery to 
Cincinnati to bring white paper 
to a paper merchant there, it 
would be wasteful to have it re- 
turn empty. Therefore the truck 
is usually scheduled for a stop 
at the Mead container plant in 
that city to pick up a load of car- 
tons for the return trip. 

This coordination of pickups 
and deliveries is even more im- 
portant when longer trips are 
scheduled. When a truck goes all 
the way from Chillicothe to At- 
lanta to deliver white paper, it 
generally picks up paperboard 
bottle carriers for the Ohio area. 

“We try to cooperate with 
other departments and divisions,” 
says Brombacher, “to schedule a 
purchase from a certain place 
when we know that one of our 
trucks is making a delivery there. 
Of course, this can’t work out all 
the time, but by making constant 
efforts we do succeed in having 
many of our trips do double 
duty.” 

At present, about one-third of 
Mead’s trucks are leased, but as 
the time comes for normal trade- 
in on owned vehicles, the com- 
pany is leasing the remainder of 
the equipment. > END 
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DOUBLE GRAY-K lasts longer 


Tests prove CFel-Wickwire’s premium wire rope has 45%* 
more bending life than average of other ropes tested 


In an extended series of tests conducted at CFal’s 
Palmer Plant, five brands of wire rope were tested to 
destruction on a 25,000-pound fatigue machine that 
vends wire rope back and forth over sheaves until it 
breaks. 

All the ropes tested were made by major manufac- 
turers, and were identical in size and specification. 
And all exceeded the catalog-breaking strength of 
extra-improved plow steel rope. But, as the chart 
indicates, One rope outlasted all the others at every 
safety factor used in the test. That rope was Double 
Gray-X! 


15 





14 





DOUBLE GRAY - X 





13 


12 


f 
ROPE A 
P ROPE B 


ZC; ROPE C 


YP 
7 4 , 
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All test ropes were Y2” 6 x 25 FW Pre- 
formed Extra Improved Plow Steel Lang 
Lay IWRC. All ropes loaded to 7667, 
5750, and 4600 pounds, coinciding to 
safety factors of 3.47, 4.63 and 5.78 for 
EIPS ropes, or 3, 4 and 5 for IPS ropes. 


























THOUSANDS OF CYCLES 




































































3.47 4.63 5.78 


L 





3 4 5 6 
FACTOR OF SAFETY 


At the highest and most commonly-used safety fac- 
tor, CF&l-Wickwire’s premium wire rope lasted 30% 
longer than the rope that survived next longest, and 
68% longer than the rope that lasted the shortest 
length of time. Double Gray-X lasted 45% longer 
than the average of all other ropes tested at this safety 
factor. 


Double Gray-X has greater resistance to bending 
fatigue, the chief enemy of wire rope life, because it 
is the result of a breakthrough in wire-drawing tech- 
nology. The use of molybdenum disulphide in the 
drawing process produces these outstanding fatigue- 
resistance factors: 

© A Molecular Shield . . . which prevents the wires 
from grinding together as the rope operates. 

¢ Smoother Wire Surfaces . . . providing better re- 
sistance to fatigue. 

e Extra Toughness . . . because molybdenum disul- 
phide helps preserve the inherent toughness of 
the wire during drawing. 

Double Gray-X can save you money because it lasts 
longer on even the most punishing jobs, as proved by 
these tests and by field reports from satisfied users. 
This longer-lasting wire rope cuts repair and replace- 
ment costs, lowers your total wire rope investment and 
reduces machine downtime. Use the wire rope of to- 
morrow today! Ask your CF&l salesman for complete 


details. 


*Percentage above average of all other wire ropes tested at safety factor 
of 5.78. 


MADE IN U.S.A. 


The Colorado Fuel and Iron Corporation 
Denver + Oakiand + New York 
Sales Offices in All Key Cities eis2 
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__ DRAMATIC PROOF _ 


au 






Turn-Towl’s aluminum cabinet wears 
while others just wear out 


Turn-Towl put its own cabinets to the test in the slaughter room of 
a midwestern meat packing plant. First, the familiar white enamel 
towel cabinet (like those supplied by most paper towel services) was 
used a year. Then Turn-Towl’s polished aluminum cabinet replaced 
it — looked just as new 18 months later when it was taken down and 
photographed. 

Other equally dramatic field tests have been made in schools, chem- 
ical plants, hospitals. Names are available on request. 


WK 
Sullghakn Towel 


BAY WEST PAPER CO. 


GREEN BAY * WISCONSIN 


Subsidiary of 
Mosinee Paper Mills Co. 









For the name of your nearest distributor — who will 
demonstrate Mosinee Turn-Towl service and arrange 
for a free trial, if you wish — write Dept 1100. 
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Let SUN SHIP 
solve 
your 
machine 
problem 


When you need machine work or specially built 
machinery of any kind, you'll find Sun Ship 
qualified to do the job exactly to your specifi- 
cations. We have machine tools of every size, and 
the facilities and skills born of long experience. 


When you have a machining problem, write or 
phone 
SALES ENGINEERING DEPARTMENT 


SHIPBUILDING & 
Sun DRY DOCK COMPANY 
CHESTER, PA. 
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It Doesn’t Always Pay 


To Cut Inventories 
(Continued from page 41) 


To get this $5000, the purchas- 
ing department must order more 
frequently and in smaller quanti- 
ties. Naturally, it costs more to or- 
der more frequently. And, cf 
course, buying in smaller quan- 
tities is more expensive because 
of the loss of volume discounts. 
Freight costs also rise. The cost 
per pound to ship a carload lot 
is lower than for an LCL ship- 
ment. And the other extreme, the 
cost per pound for a large parcel- 
post shipment, is less than for a 
smaller one. 


Operating Cost May Increase 


The net result of all this is that 
an inventory reduction program 
may actually increase operating 
costs. In fact, although no one has 
ever tried it, a good case can be 
made for increasing inventories 
when business declines. The carry- 
ing cost of added inventory (pro- 
vided the increase is kept within 
bounds) will be negligible. Space 
will be available and the cost will 
already be a part of the fixed 
overhead. Cash is available that 
wouldn’t be earning much of a 
return if it weren’t invested in 
inventory. The only added cost 
from increasing inventory would 
be certain taxes on inventory and 
allowances for obsolescence, de- 
terioration, etc. These costs would 
be quite small for basic durable 
materials not subject to pilferage 
and would be more than offset by 
the gains from buying in quantity. 
This would be especially true on 
commodities that are likely to 
become cheaper in periods of de- 
pressed business when inventory 
cutting is in vogue. 

To be realistic, however, few 
purchasing agents are going to in- 
crease stocks in recessions. Their 
managements won’t change habits 
that easily. But some purchasing 
men could do their companies a 
lot of good if they could persuade 
their managements to stop drastic 
stock cutting when the company 
doesn’t really need the extra cash. 
They would also help the overall 
economy since inventory fluctua- 
tions are the principle cause of 
the ups and downs in the business 
cycle. > END 
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Give Safety A Big Lift 
With Union Tuffy. Slings 


Handbook ot 


Union’s Tuffy has written a book. The purpose is 
to make a mental contribution to Safety—one that will 
supplement the physical safety factors Tuffy Slings 
have contributed through a unique combination of 
strength and flexibility. 


The many Tuffy Tips in the book, on the proper use of 
slings and hoist lines, will prove almost as helpful in 
providing longer service as has the patented 9-part 
machine-braided wire fabric construction of Tuffy 
slings. Send for this book—no charge to sling users. See 
how Tuffy-Tips, Tuffy Slings and Tuffy Hoist lines 


work in hand-and-glove harmony to cut hoisting costs 
and down time in every kind of materials handling. 


Four Special Union Wire Slings 
In addition to famed Union Tuffy Slings, Union Wire 
Rope offers, in a full range of sizes: 
1. Hand Braided six and eight-part slings. 


2. Uni-ply—a flexible multi-part rope laid sling with 
pressed-on metal ferrule. 


3. Press-Grip wire rope sling with pressed-on metal ferrule. 


4, Uni-Grip wire rope sling with return loop splice and 
pressed-on metal ferrule. 


Union Wire Rope Tuffy Tips on safe use of Slings and Hoists 


Safety Council Cites Factors In Lifting Injuries: 


The National Safety Council points out 
that nearly a fourth of all compensa- 
tion cases are the result of unsafe han- 

dling, cautions against: 
‘(a) Handling loads that are too heavy; 
(b) lifting or lowering with back instead 
of leg muscles; (c) handling load with 
an insecure grip and failing to watch 
, where hands are placed; (d) handling 
; a sufficient help or failing to use 
if ZF mechanical equipment; (e) handling be- 
Bw fore getting a firm footing; (f) lifting or 
lowering with a jerking, twisting move- 
ment, or when the body is in an awk- 

ward position.” 


a / 


Free! Two Valuable Tuffy Handbooks 


1. “Tuffy Tips.” Many more safety 
hints. Tells how to get longer service 
from slings and wire rope. Chock-full 
of do’s and don’t’s to save money. 


. “Tuffy Sling Handbook.” Helpful 
data on the selection and use of slings 
—types, dimensions, weights, fittings, 
rated loads, safety-approved signals. 


Rel 


Tuttye Tips 
b3 
Fe Le 





Write Union Wire Rope, Armco Steel 
Corporation, 2282 Manchester Ave., 
Kansas City 26, Missouri 


ARMCO Union Wire Rope 
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Employment Service 








INDUSTRIAL 
DISTRIBUTOR BUYER 
ELECTRONICS 
One of the largest and fastest 
growing industrial distributor 
of components and parts 
seeks aggressive and fast 
moving buyer familiar with 
varied and complete lines. 
Give complete work history, 
references in the purchasing 
field, present earnings, educa- 
tion. Replies will be held in 

confidence. 











Experience: Four years complete con- 
trol all purchases in electro-mechani- 
cal, optical, electronic mfr. Commer- 
cial and Gov't contracts. Nine years 
managing assembly dept. to 60 people. 
18 years one employer. Can work with 
Prod. Eng. Want challenging position. 
Education: Tech. H.S. Currently 3rd 
year St. John’s Univ. pursuing ABBA 
(Management). 

Will relocate. Prefer Met. N.Y. or LI. 
Write: Box 50 





Experience: Nine years as P.A. and 
traffic manager for medium-sized elec- 
tronics manufacturer with multi-plant 
operation. Responsible for purchasing 
all raw materials, components and 
equipment. Good working knowledge 
of value analysis, standardization, cost 
reduction & inventory control tech- 
niques, administration and supervision. 
Desire position in purchasing with 
bright future. Age 38. 

Education: BS in Business Admin., 
Major in Traffic Management. Grad- 
uate course in Procurement. Member 
N.A-P.A. 

Will relocate. 


Write: Box 48 





Experience: 25 years in purchasing and 
other phases of material handling in- 
cluding material control, material and 
production planning and _ scheduling, 
shipping and receiving. Last 15 years 
as P.A. or purchasing and operations 
manager of large and small integrated 
operations. Thoroughly experienced 
with defense industry, ASPR’s, AFPI’s, 
data systems, policy and procedure. 
Education: BS Business Admin., 1939; 
3 years Mech. Engineering; IBM data 
system courses; constant self study on 
management and technical subjects. 
Will relocate. 

Write: Box 49 
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Experience: One year purchasing and 
stores experience. Complete responsi- 
bility for chemicals, pulp, and MRO 
supplies. Two years in plant engineer- 
ing department of paper mill. Five years 
field installation and maintenance on 
heavy steam and electrical machinery. 
Desire broadening of purchasing back- 
ground, fully utilizing past engineering 
experience. Age 34, married, one child. 
Education: B.S. in mechanical engineer- 
ing. Speak, read, and writ? German 
fluently. 

Will relocate. 

Write: Box 32 





Experience: Twelve years experience in 
chemical and petroleum industr-es. 
Last 5 years as purchasing agent for 
large diversified chemical company 
with full responsibility for multi-mil- 
lion dollar raw material purchases. 
Previous experience with chemical and 
petroleum process equipment. Ideal 
background for purchasing manage- 
ment. 

Education: M.B.A. (management), Mas- 
ter Chemical Engineering. 

Will relocate. 

Write: Box 39 





Experience: Fifteen years procurement 
experience major company as manager 
of expediting and invoice accounting. 
Extensive background office manage- 
ment functions related to purchasing, 
methods and procedures, work simplifi- 
cation, manuals. Established and oper- 
ated successful purchasing training pro- 
gram. 

Education: B.S. in business administra- 
tion. Graduate study toward MBA. 
Will relocate. Prefer Texas, Florida or 
Southwest. 

Write: Box 37 





HOW TO APPLY 


There is no charge for this 
service, which is available 
both to purchasing personnel 
seeking employment and to 
employers requiring replace- 
ments or additions to their 
purchasing depts. Please spec- 
ify the form you want—em- 
ployer or applicant. Address 
all correspondence (requests 
for forms, and answers to ad- 
vertisements) to Box No., 
Employment Service, Purch- 
asing Magazine, 205 East 
42nd St., New York 16. 











Experience: Presently employed as ma- 
terial handling supervisor—1% year as 
purchasing agent—one man office. Pur- 
chased steel, forgings, castings, general 
tools and maintenance items. Heavy 
clerical experience. 

Education: B.S. business administration 
(Ind. Relations major). 

Will relocate. 

Write: Box 60 





Experience: Five years buyer and ex- 
peditor for manufacturer of mechan- 
ical-electronic equipment. Worked with 
material control, production scheduling 
and product development. Also, six 
years retail sales manager. Age. 33. 
Education: High School. Recently com- 
pleted G.E.D. under supervis‘on of 
State University. Currently enrolled in 
American Correspondence School (Bus- 
iness course). 

Will relocate. Yes. 

Write: Box 51 





Experience: Four years in charge of 
procurement for Army Quartermaster 
in Europe, purchasing in all countries 
of Western Europe. Responsible for 
planning, policy and operations. Three 
years as purchasing & contracting of- 
ficer for Army post in U. S. Six years 
general administrative experience. 
Education: BS University of Maryland; 
LLB LaSalle Extension University; 
Army Procurement Course. 

Will relocate. 


Write: Box 40 





Experience: 10 yrs. aggregate experi- 
ence in procurement and expediting 
supervision, contract administration, 
coordinating and technical writing, in- 
cluding 3% yrs. as P.A. in nuclear field. 
Good technical ability and many man- 
agement level vendor contacts. Experi- 
enced in department organization and 
establishment of purchasing procedure. 
Excellent references. 

Education: BSCE Degree Mich. State 
University, 1950. 


Will relocate. 
Write: Box 44 





Experience: Ten years as P.A. in re- 
search and development and metal 
fabricating fields. Good background in 
laboratory supplies, chemicals, metal 
fabricating, raw materials, mainten- 
ance, repair and operating supplies. 
Established purchasing and inventory 
control system for new research center. 
Education: Four years evening courses 
in Purchasing, Business Law and Ac 
counting. 

Will relocate. 

Write: Box 43 
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Behind your knowledgeable Steel Service Center stands 
the American steel industry’s army of experts 

on selecting and fabricating steel sheets, plates, structurals, 
bars, alloy steels, and tool steels. What technical 
information do you need? Ask your Steel Service Center. 
Ask—youll get a fast, intelligent answer. 


BETHLEHEM STEEL COMPANY, BETHLEHEM, PA. 
for Strength 


BETHLEHEM STEEL 


... Versatility 
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McGILLl 
CAMROL 
cam followers 


\cut 
assem bly 
costs 





CAMROL (sealed or unsealed) 
bearings eliminate procurement 
and assembly problems involved 
in “building-up”’ bolt, bearing and 
washer units for cam follower and 
track, guide and support roller 
applications. A full complement 
of heavy-duty needle rollers and 
the heavy outer race provides 
high radial and shock load ca- 
pacity in small radial space. Avail- 
able sizes from 4” to 4”, also new 
heavy-duty stud series. 


AVAILABLE WITH INTEGRAL SEALS 
CAMROL SCF Series 


bearings with integral 
seals are interchange- 
able with CF Series 
bearings. Prelubrication 
is locked in and con- 
tamination is sealed out 
to insure longer, trou- 
ble-free bearing life. 


CYR Series 


An inner race provides 
for shaft mounting. 
Available with or with- 
out seals 





For data on the complete line of McGill heavy- 
duty needle roller bearings, write for Bearing 
Handbook No. H-62. 


engineered electrical products 


SSILL: 


precision needle roller bearings 


McGILL MANUFACTURING CO. INC., Electrical Div. 


550 N. Campbell St., Valparaiso, Indiana 
For More Facts Write No. 223 
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MAN WITH 50,000 SAMPLES 

Tyler field engineers can carry only a 
representative group of wire cloth samples 
—but they are backed by over 50,000 speci- 


’ fications in different types, sizes, metals, 


TYLER STAINLESS WIRE CLOTH 
“BREATHES’ AIR INTO BLOOD 


A unique “Heart-Lung” machine is now used to re-circulate blood to patients 
undergoing heart operations. In order to aerate the blood with oxygen, it is 
cascaded over a series of stainless steel wire screens, produced by Tyler. From 
hundreds of types of Tyler wire cloth evaluated, a Ton-Cap weave (No. 538) 
proved to have the best characteristics and is now a world-wide standard for this 
application. Tyler helps you on unusual applications with industry’s broadest 
line of woven wire cloth. 


TYLER CUTS YOUR COST OF SCREENING © Requirements 
matched from world’s broadest line of wire cloth ¢ Fast shipments from the industry's 
largest inventory ¢ Technical service backed by unique Customer Service Laboratory, 


THE W. S. TYLER COMPANY © Cleveland 14, Ohio 


meshes, and designs. Tyler produces 
world’s broadest line of wire cloth— your 
assurance of unbiased recommendations 


and exact matching to your needs. 


FILTERS IN SPECIAL METALS 
LICK CORROSIVE PROBLEMS 
Wire cloth is tailor Tyler 
variety of special metals—stainless steel 
Monel 

common materials 


made by ina 


aluminum, in addition to more 
Tyler controls the 
design of all metals and alloys used in 
weaving; processes all its own non-ferrous 
and many stainless steel wire 


range of fabrications available 


Complete 


TYLER 


OFFICES: Atlanta « Boston + Chicago + Dallas » Los Angeles + New York « Philadelphia « Pittsburgh « Salt Lake 
City * San Francisco »* THE W. S. TYLER COMPANY of Canada, Limited, St. Catharines, Ontario * OFFICE: Montreal 
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Call 
Olin! 


Whether you melt aluminum 
in 10-lb. lots or by the carload 
you have access to Olin’s cast- 
ing specialists for information 
on the latest in improved 
casting techniques and help 
in creating the best alloys for 
your specific purpose. Along 


with the industry’s top 
brains, Olin Aluminum offers 
you the industry’s top ingots 

in 1000-Ib. sizes down to 
the exclusive 10-lb’er. Easily 
handled and specially 
adapted for close quantity 
control these fine-grain ingots 


oe 


— 
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- 
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Melt 


are quickly available from 
mill supply and in less-than- 
truckload quantities from 
your nearest Olin Distributor. 
Whether you want aluminum 
thinking — or aluminum cast- 
ings — all you need know is 
the local Olin phone number. 
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Olin 
ALUMINUM 


+ PARK AVE NEW YORK 22. NEW YORK 
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